


Taming the Wolf 


To tame the wolf, indeed to keep him completely away from 
the door, is the principal benefit of life insurance. This result 
is enjoyed by the insured man himself as well as by his family. 
He lives with greater security; he builds a financial reserve. 


How true it is, in the modern view, that life insurance is really 
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Q. How does life insurance benefit the 
insured himself? 


. A. One way is that it relieves him of worry 


about his family’s future. Another way is 
that it can be used to provide a retirement 
fund for himself. 


Q. What is one of the services which an 
Equitable agent will render? 


A. He will advise you how to arrange your 
Equitable life insurance on a program basis, 
fitted exactly to your needs and desires. 


Q. How can life insurance enable you to 
go into partnership with your young sonP 
A, Just start him on the Equitable’s new 
Juvenile Policy. Pay the premium yourself, 
and when your son is on his own, let him 
continue the payments. 


Q. Setting aside $10 a month, how much 
life insurance could you obtain? 


A. This depends on your age and the type 
of policy selected. For particulars, write 
to the Equitable Counselor. 


The Equitable welcomes questions concerning 
life insurance. Your note to ‘‘The Equitable 
Counselor’’ at 293 Seventh Ave., New York, 
N.Y., will receive prompt attention by mail. 
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WHAT CAN YOU 
GROW HERE? 


We Grow Men! 








There’s a story told about an immigrant landing on the shores 
of America, eager to find land and plant his crop. 


Spying a grizzled pioneer at a corner of his field, the immi- 
grant approached and asked “What Can You Grow Here?” 


The old pioneer lifted his weather-worn face, and replied 
“Partner, we grow men here!” 


In much the same spirit, this institution 
surveys its field force of some 3500 men who 
serve it in twenty-one states stretching from 
the Atlantic to the Pacific. 


“We grow men here, too.” 


... ambitious men; trustworthy men; men 
who forge ahead to earn for themselves the 
commanding positions awaiting them in an 
ever growing organization. 


We’re proud of the growth and the record 
it has been our privilege to make in recent 
years—but we're more proud of the men 
who made those records. 


We grow men here—and when we stop 
doing that, we ourselves shall no longer grow. 
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An outstanding 
new development in 
life underwriting ! 


The advertisement pictured above will 
appear in The Saturday Evening Post for 
October 9th, and Time Magazine for Octo- 
ber 18th. 

To the 3,700,000 higher-income fathers 
who read these publications, it will an- 
nounce Union Central’s newest and most 
important underwriting service—the “Fam- 
ily-needs Forecast.” This Forecast offers 
to every father a remarkably simple method 
for checking his own life insurance against 
the seven vital needs it would have to meet. 

It is probable that thousands of fathers 
will avail themselves of this new service... 
and in doing so will become active prospects 
for planned life insurance estates, designed 
for them by Union Central representatives. 


The UNION CENTRAL LIFE Insurance Company 


CINCINNATI, OHIO 
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New York C. L. U. Chapter 
Deferring Compendium as 
Revision Is Impending 








NEW YORK — Corroborative evi- 
ence that important settlement option 
hanges by major companies are on the 
ay, possibly more basic than had pre- 
iously been considered likely, is con- 
ained in the New York City C. L. U. 
hapter’s announcement that it is with- 
holding until after Jan. 1 publication of 
ts settlement option practices com- 
bendium scheduled for current publica- 
ion. Replies to its requests for infor- 
ation were to the effect that much of 
bresent practices would be made obso- 
ete by changes in the next few months. 
Serious thought is being given to 
pliminating the present universal prac- 
ice of guaranteeing a minimum interest 
ate on funds left under options and to 
he guaranteeing of a rate at which the 
beneficiary may elect a life annuity. 
Supporters of this course contend that 
settlement options should be put on 
pay-as-earned basis to the fullest pos- 
sible extent. The rapidly spreading use 
of options multiplies the importance of 
steering the right course and no other. 
Obligations undertaken currently may 
mot be washed out for possibly several 
enerations. Finally, while most life 
olicies have safety margins in extra 
loadings for expense and mortality as 
well as interest, in dealing with settle- 
ment options there is only the excess 
interest factor out of which to meet 
expenses. Current investments are be- 
ing made very largely at a rate below 3 
percent and while interest rates are ex- 
pected to go up again there is no guar- 
anty that they will not go below present 
levels at some future time. 


Guaranty Not Needed 


While it might be possible to arrive 
at a guaranteed rate somewhat more 
conservative than 3 percent the feeling 
seems to be growing that there is no 
practical need of a guaranty, since the 
beneficiaries will be assured of the best 
fates possible under whatever interest 
tates happen to be prevailing at the 
time. Technically the guaranty is mean- 
Ingless, for a company obviously can- 
not continue indefinitely to pay out more 
than it takes in. Like the chameleon 
placed on a plaid shawl, it could only 
bust itself trying to make good.” 

Many actuaries and some agency ex- 
€cutives as well are coming around to 
the idea that the present is as good a 
time as any to take steps which will ef- 
€ctively prevent such an occurrence. 
The matter is largely a competitive one 
though it probably would not be so if 
policyholders generally appreciated the 
Situation. However, the public likes 
guaranties” and unless companies pre- 
sented a fairly united front in remov- 




























Policy Loan Demands Flood 
Agencies as in 1929 Crash 





Stock Margin Requirement of 
55 Percent Hits Many Policy- 
holders in Market Slump 





NEW YORK.—Demands for policy 
loans to cover stock market margin ac- 
counts are flooding agencies and home 
offices as heavily as in the 1929 crash. 
Some general agents say the effects 
of the current Wall street panic are 
more acute than in 1929 because the 
slump has been more rapid and particu- 
larly because the margin requirement 
is now 55 percent as compared with 10 
percent in 1929, 

At one large agency policyholders 
with requests for $75,000 of policy loans 
were on hand when the office opened 
for business Tuesday. Long distance 
telephones and wires to home offices 
have been used freely as speed is es- 
sential in providing money to keep mar- 
gin accounts from being sold out. 








ing the interest guaranty, companies 
which did not go so far might take ad- 
vantage of the situation to garner in a 
lot of new business. The more con- 
servative companies, of course, could 
view with alarm the less cautious action 
of their competitors but such strategy 
would be bad for the entire institution 
of life insurance and it might be con- 
sidered wiser to let competitors go their 
way rather than resort to destructive 
tactics in questioning their soundness of 
judgment. 


“Guaranteed” Mortgage Lesson 


The depression experience of the big 
guaranteed mortgage companies in New 
York and elsewhere is much in the 
minds of those who want the life com- 
panies to be absolutely sure they are not 
going to bite off more than they can 
chew in the matter of guaranteeing what 
interest rate will be earned on proceeds 
left on deposit. These “guaranteed” 
mortgage investments were thought to 
be of unquestionable soundness. People 
who wanted the ultimate in safety had 
no qualms about buying them and finan- 
cial advisers gravely added their bles- 
sings. 

Yet the guaranty funds, vast as they 
were, proved insufficient to make up the 
defaults in interest and principal which 
occurred during the depression. When 
the funds were used up there was noth- 
ing for the guaranteed mortgage com- 
panies to do but to fold up. 


Could Tax Policyholders 


Life companies, of course, even if they 
were caught out on a limb with settle- 
ment option guarantees could meet the 
deficiency by taxing current life policy- 
holders, as in the case of losses occa- 
sioned by disability annuity business. 
However, if the volume of proceeds held 
under options continues to grow as it no 
doubt will the cost to living policyhold- 
ers occasioned by low interest earnings 
on funds on deposit might definitely 
and adversely effect a company’s com- 
petitive position in the matter of net 
cost to policyholders. This in turn 








(CONTINUED ON PAGE 11) 





More Demand for Farms in 
Spite of Low Crop Prices 





More Activity Is Found in Corn 
Country Than in the Cotton 
Belt 





NEW YORK.—Low prices of farm 
products are holding back the sale of 
farms to many tenant farmers who 
would be eager buyers if the prices on 
their crops were high enough to make 
a down payment. In spite of this, one 
large company’s sale of farms is about 
50 percent ahead of the volume last 
year, with sales prices on approximately 
last year’s level. Sales are widely dis- 
tributed with Illinois in the lead. There 
has in general been relatively more ac- 
tivity in the corn belt than in the cot- 
ton belt. 


Few Farm Loans Made 


Few farm loans are being made since 
new loans depend on sales of farms and 
these are still far below normal. The 
federal government is so widely in- 
trenched in the farm mortgage field 
that until some of the farms it is financ- 
ing begin to change hands a private in- 
stitution would hardly have a look-in. 
However, the government’s role has 
nothing to do with the comparative in- 
activity in the refinancing of farm mort- 
gages as the general rule has always 
been that new financing depended on a 
change in ownership. 


Clearing Up Estates 


Quite a few of the mortgages being 
made today are on properties which 
have never had an incumbrance on them 
before. These are properties which have 
been owned by decedents’ estates and 
which have been held off the market 
for the last few years because of low 
prices. These are now finding their 
way into the foreign market and offer 
a field for institutional financing. 

Farmers, especially in the cotton belt, 
are watching to see what the govern- 
ment will do to stabilize agriculture. 
Steadier prices at higher levels would 
of course be welcome but there is 
some fear that intrusion of more politics 
into agriculture might offset the ap- 
parent gains. 





Predicts Reserve Principle 
in U. S. Act May Be Ended 





The reserve principle in the U. S 
social security legislation will be elimi- 
nated, a high official of a large eastern 
company stated this week, and through 
trial and error a solution will be found 
to make the law work. 

This act, he said, is undergoing the 
same process as did the first workmen’s 
compensation laws. The present act is 
an approach to the great national prob- 
lem of security of the individual and of 
society, he said, and he is glad it was 
passed. 

“Out of its operations,” the official 
said, “will come amendments gradually 
perfecting it. The first act is not the 
final solution either for old age pensions 
or unemployment compensation, but it 
is a start.” 





O’Malley Ousted 
As Missouri 
Superintendent 


G. A. S. Robertson Named 
Successor to Fiery Official 
by Governor Stark 





Insurance Commissioner R. Emmett 
O’Malley of Missouri, not unexpectedly, 
was ousted from office Tuesday of this 
week by Governor Stark. His place 
is taken by George A. S. Robertson of 
Marshall, who served as a deputy in 
the Missouri department until removed 
by O’Malley for “non-cooperation.” 

The action was foreshadowed by re- 
cent developments in the famous and 
prolonged litigation in connection with 
fire insurance rates in Missouri. In 
1935, Mr. O’Malley entered into an 
agreement with the fire companies to 
dispose of that litigation and distribute 
premiums that had been impounded 
since 1930 according to a formula which 
his adversaries undertook to interpret as 
being against the interests of the pol- 
icyholders. In accordance with that 
agreement the litigation that was pend- 
ing in the federal court was dismissed 
but a few cases remained in the state 
court. 


Repudiation of Compromise 


Just the other day Governor Stark 
instructed O’Malley to repudiate the 
compromise so far as the state court 
cases are concerned and fight these cases 
to the limit on their merits. This caused 
Mr. O’Malley to sputter. He is im- 
petuous and ferocious with his tongue 
when stirred. He made some vitriolic 
statements regarding the governor in 
an address last week before the fire 
insurance agents in Columbia and in 
interviews with the newspapers. 

Last July Gov. Stark reappointed Mr. 
O’Malley conditionally for one year, an- 
nouncing that if the commissioner 
should cross him during that period he 
would be summarily dismissed. Stark 
didn’t want to reappoint O’Malley at 
all, but at that time apparently he felt 
enough obligated to T. J. Pendergast, 
Democratic political boss of Kansas City 
and O’Malley’s sponsor, to agree to the 
probational appointment. Pendergast is 
credited with having almost single-hand- 
edly brought about the nomination and 
election of Stark, but subsequently the 
two had a bitter falling out. It is un- 
derstood that some of Stark’s erstwhile 
supporters would now like to get him 
out of the way in Missouri by having 
him appointed secretary of the navy. 

Mr. O’Malley has been a colorful fig- 
ure. Quick on the trigger and a pic- 
turesque hater, he has gone into action 
on many fronts. He has gotten along 
fairly amicably with the life insurance 
interests but he and the fraternalists 
have been arch enemies. He was for 
several years an agent for the Midland 
Life of Kansas City. 

The appointment of Mr. Robertson 

(CONTINUED ON PAGE 11) 
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American Life Convention 


Has Memorial Service 





Preceding the business meeting of the 
American Life Convention in Chicago 
Wednesday evening of last week, there 
was a special memorial service in tribute 
to the late President J. B. Reynolds of 
the Kansas City Life, one of the foun- 
ders of the A. L. C., its first and 19th 
president, and George Graham, execu- 
tive vice-president Manhattan Life, who 
was an A. L. C. president. This part of 
the program was an open one. Mrs. 
Reynolds and Mrs. W. E. Bixby, a 
daughter, were present as were a num- 
ber of its ladies. 


Torrens and Dougherty Speak 


D. T. Torrens, president of the Kan- 
sas City Life, who succeeded Mr. Rey- 
nolds in that capacity and who was one 
of his close personal friends and busi- 
ness associates, presented the main trib- 
ute which was exquisitely phrased and 
came direct from the heart. L. J. 
Dougherty, president Guaranty Life, 
who was one of Mr. Reynolds close per- 
sonal friends, paid the second tribute. 
Mr. Dougherty brought out some of the 
characteristics of Mr. Reynolds as he 
saw him. 

Claris Adams, president Ohio State 
Life, spoke in tribute to Mr. Graham. 
Mr. Adams never speaks but that he is 
eloquent and exquisite in his phrase- 
ology. His memorial address in honor 
of Mr. Graham was a gem. President 
O. J. Arnold briefly spoke of Mr, Gra- 
ham’s influence and referred particularly 
to his Scotch inheritance. 


D. T. Torrens’ Tribute 


Mr. Torrens’ tribute to Mr. Reynolds 
is as follows: 

“Tt was my good fortune to know Mr. 
Reynolds intimately for about 18 years. 
I have not forgotten and I do not think 
that I shall ever forget the geniality of 
his smile, the heartiness of his greeting 
and the comfort of his presence when 
last we met face to face in my office only 
a few months ago. To my mind, it was 
no small honor to have known and en- 
joyed the friendship of such a man as 
Mr. Reynolds. The first thought that 
I shall attempt to put into words—and 
the principal thought—is that Mr. Rey- 
nolds was manifestly a man of char- 
acter. Of course—he was a man of repu- 
tation, of an enviable reputation, in fact, 
and to do his memory justice impels me 
to say he was something vastly better, 
bigger, richer, more difficult to be than 
it is to be a person of good repute. He 
was a gentle man and of noble char- 
acter. 


Uses Shield Illustration 


“In olden days when the Greek. re- 
ceived his shield from the armor maker, 
he proceeded to cut his crest or his 
motto into its hard metallic surface, and 
that which was cut into it was called a 
character. From thence it was a part 
of the shield, an indestructible part, a 
mark which distinguished it from any 
other shield. In a-similar sense, Mr. 
Reynolds was one upon whose life the 
excellencies and virtues were permitted 
to make their deep impress and to as- 
sume their proper and lasting relation. 

“Intuitively, I think one’s first thought 
of him is as a gentleman, for that is a 
comprehensive and complimentary term 
when we have turned our. backs upon a 
popular and distinct notion, and permit 
ourselves to consider the real meaning 
of the words. A gentleman must of nec- 
essity be by habit a gentle man—gentle 
in speech, in manner, in. tolerance, in all 
his impulses, methods and plans. But— 
he is. also more than that; perhaps I 
might express it in this way, that a 
gentleman is one of the highest prod- 
ucts of divine grace andthe consum- 
mate flower of the Christian religion. 








Such a man is quickly alive to every 
proposition which can possibly affect 
the human brotherhood for good or ill, 
and the law of gravity which governs in 
moral as well as in material affairs will 
determine his position. Such a man will 
be tenacious of opinion but not. stub- 
born; he will be positive even unto par- 
tisanship if occasion demands, but he 





D. T. 


TORRENS 


will not be malicious. He will be deter- 
mined, and yet above all things, be hon- 
est in what he says and does, and such 
a man in the long run, at least, will suc- 
ceed because of his superior force where 
one of less weight and worth would fail. 
It is not necessary for me to add that 
Mr. Reynolds’ life was dignified, that it 
was marked by charity, great generosity, 
great kindness, and great usefulness. 


Many Sided Character 


“T have said that he was modest. In 
the years of his life he attained more 
than the average prominence. Men liked 
to associate with him. They were glad 
to avail themselves of his judgment and 





to trust him. He was a member of the 
church, taking an active part in all of 
its endeavors, and, as we all know, was 
a Christian and one who lived a re- 
ligious life. Of his charity, it may be 
said that it was of that sort which “suf- 
fereth long and is kind, envieth not, is 
not puffed up, doth not behave itself un- 
seemly,” and of his benevolence and 
kindness, a book might be written. Such 
a sketch must for want of time, if for 
nothing else, be fragmentary and incom- 
plete. It seemed he. had the ability to 
judge liberally, to think purely, to deal 
honestly, to speak modestly, to love his 
fellow men, but he also had the wisdom 
to know himself. 


Some of the Attributes Given 


“His appraisal of men was always lib- 
eral; his ability to think was mental re- 
finery; his dealings were not only honest 
but quite generous; his speech was 
guarded and modest; his love of people 
deep and great. He knew himself. He 
traveled his own route, mapped his own 
course, faced all conditions calmly. Had 
he been a captain of a great vessel and 
had it gone down, he would have been 
on the bridge. 

“T am sure that you will not say that 
praise has been overdrawn, and that you 
will agree with me that justice has de- 
manded at least this much. I feel that 
the good of the world—the good of the 
world that you and I are daily helping 
to make better or worse—requires that 
we should study such a life as his in order 
to discover, if possible, the sources of its 
power and the secret of its success. For 
—after all—in spite of our forgetfulness, 
it is in goodness that greatness lies, and 
it is in the living of good men and good 
women that the strength and progress 
and promise of nations is to be found, 
not in the fertility of their soils, nor in 
the value of their hidden deposits, nor 
in armies that march in triumph over 
the land, nor in navies that dominate the 
seas. 

“The true statesman is not confined to 
legislative halls for the occasion of the 
making and mending of laws, but he 
who is a hewer and doer of things that 
make for the common peace—whether 
we call him prince or peasant—is best 
entitled to the common respect. I would 
say again of Mr. Reynolds—not that he 
belonged to this or that, not that he 
moved here or there, but that he was a 
man of character, a lovable character, a 
princely gentleman.” 





Took “Grief” As It Came 


How Mutual Benefit Wrote Off Depression, Related by 
Vice-president Rhodes at Meeting of Chicago Agencies 





The Mutual Benefit entered the de- 
pression period, as did other companies, 
not knowing how long it would last nor 
how serious it would be, but decided 
on a course of taking the “grief” as it 
came and not piling it up for the future, 
Vice-president E. E. Rhodes explained 
in an informal talk before the Paul W. 
Cook and Bruce Parsons general agen- 
cies in Chicago. That policy has been 
adhered) to strictly ever since. The 
company consistently underestimated 
the assets and overestimated the liabili- 
ties in order to set up a large factor of 
safety. 

Mr. Rhodes said when the depression 
started he expressed belief in a. directors 
meeting it would continue about eight 
years. Realizing there would be many 
debtors who could not. meet their ob- 
ligations the Mutual Benefit has taken 
no credit for unpaid interest. No real 
estate is carried on the books at more 
than the original loan, and in many 
cases it is carried at less. All acquisi- 
tion cost, charges, foreclosure expense, 
etc. have been written off. 

In spite of this, he said,. the Mutual 
Benefit will show a profit ‘this year on 
its real estate sales over and above the 





book value, and even if the balance sheet 
were made on the basis of the actual 
cost of the real estate, a profit would 
be shown. 

The company, which in years past was 
one of the outstanding companies in the 
farm mortgage field but dropped out in 
the depression time, plans to resume 
making farm loans as soon as the branch 
office system which was_ established 
some time ago to handle mortgage loan 
interest and amortization payments is 
functioning smoothly. 

Mr. Rhodes noted one effect of the 
depression that probably was _ experi- 
enced by most companies, in that loan 
agents would collect interest in one 
year and not remit to the company on 
some of the collections until the fol- 
lowing year. The result would be an 
inflated interest account in the second 
year. 

The Mutual Benefit’s new branch of- 
fice system is intended to maintain in- 
terest collections on a current’ basis. 
Mr. Rhodes said receipts from mort- 
gage interest in 1937 will exceed 1936, 
the payments are being made more 
promptly and a larger percentage of ac- 
counts. are being paid. A. considerable 











Life Sales Increase in 
September, Group Soar, 








New life insurance production 
for September increased 1.1 per. 
cent while the nine month toty 
is ahead 6.6 percent according tp 
the Life Presidents Association, 

September new business of as. 
sociation companies was $637,. 
595,000 compared to $630,831,0% 
for September, 1936. New ordi. 
nary amounted to $390,335,00 
against $387,229,000, an .8 per. 
cent increase; industrial $197. 
339,000 compared to $208,001 000, 
decrease 5.1 percent. Group in. 
creased 40.2 percent to $49,921. 
000 from $35,601 ,000 last year. 

For the first nine months new 
business totaled $6,845,701,00 
against $6,422,247,000,—a 6.6 per. 
cent increase; ordinary $4,271. 
813,000 compared to $3,991,795, 
000, increase 7 percent; industrial 
$1,988,516,000 against $2,009,928. 
000, 1.1 percent decrease; group 
$585,872,000 against $420,594,000, 
increase 39.3 percent. 








number of real estate sales is bein 
made at good prices. 

The Mutual Benefit has had excelle 
results in sale of farm lands in the ly 
year, he said. Farms in central Illing 
that were worth up to $400 before 4 
pression but for which for a number¢ 
years there was no market, have be 
sold up to $150 an acre. 

“The market and real estate situati 
is not worrying me at all,” he 
“We have lost interest and are losing! 
but we have written it off. We havef 
capitalized on this over-due interest & 
taken credit for it. I have a hug 
we shall not have lost any principal ag” 
if this proves true I will be satisfied F 

“New investments this year are on 
better yield basis than last year. \W 
have bought no preferred stocks thi 
year, the investments being more 
public utility bonds than anything e 
only the bonds of operating comp 
and not of holding companies, as 
represent values rather than equ 
We have not bought many governm 
bonds this year.” 
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Cash Account a Problem 


Mr. Rhodes said the cash account} 
still increasing more rapidly than desif 
able. It is difficult to find investmenf, 
of the type that are wanted. Mortal 
this year is much more favorable th 
last, to Oct. 1 being .62 plus of expecttt 
He spoke on annuities and income tt 
tain and for life payments under sett 
ment options, saying that people enjoy 
ing such benefits are always a ste 
ahead of the company. 

“We not only enjay better mortal 
on annuitants than on average insur 
he said, “but every step taker to # 
prove the annuity account eventually 
sults in even better mortality among t 
annuitants. They seem to have int 
tion, especially the women. Raising 
nuity rates merely seems to make atp™ 
nuitants live longer.” : 


Continues Trust Agreements 


Mr. Rhodes said the Mutual Benet 
contrary to the general trend, does ™ 
propose to curtail the supplemental, OF 
“trust,” agreement service. He it 
siders it the greatest development ! 
life insurance service. The Mutw 
Benefit, he said, will execute any suppl? 
mental agreement request from a pM 
icyholder if it can understand what 
wants to accomplish. 


Mr. Rhodes closed with the obserii - 
tion that the Mutual Benefit is in "§@; 


life insurance business and is going "} 
keep out of the banking business is 
as much as it can. Mr. Rhodes / 
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Palmer Predicts 
Bright Future in 
llinois Insurance 


State Director and Illinois 
Governor Address Illinois 
' Chamber Insurance Division 


} Ernest Palmer, Illinois insurance di- 
ector, in speaking before the annual 

ncheon of the insurance division of 

e Illinois chamber of commerce in 

hicago stated that with the new in- 

rance code giving opportunities for 

Hlinois companies to extend them- 
Relves, to attract capital to insurance op- 
rations, and with the proper supervis- 
jon there is no reason why Chicago 
Should not become the insurance capi- 
‘hl of the nation. He said that Illinois 
4s behind the procession in large home 
ompanies chiefly because of lack of 
onfidence on part of insurance depart- 
ents of other states and policyholders 

ere, which he attributed to former un- 

atisfactory insurance laws and the po- 
tical character of Illinois insurance 
upervision in the past. Mr. Palmer 
aid, “We are on the threshold of the 
insurance expansion, 


but fear or favor, impartially and with- 
but any political control.” 


Sees Insurance Expansion 


Director Palmer looks forward dur- 
ng the next 10 years to considerable 
llinois insurance expansion so far as 


i) thome companies are concerned and in- 


“$urance interests in general. 


He said 
hat Illinois deserves to take its rightful 
place in the insurance sky. 

The new code, of course, has not been 
ested but Director Palmer has confi- 
lence in its provisions, He said that 
n 1933 the department sought the co- 

‘peration of all insurance institutions li- 


“Xensed in the state and their represen- 


| tatives ta get a proper code passed. 
~# Mr. Palmer said that it is necessary to 


Mave strict but fair supervision. 


Regu- 


4 ation, he said, is only necessary to pro- 
“tect policyholders and the code is a sin- 


ere effort to throw about premium pay- 
ers the safeguards to which they are 
entitled. He said that if there is proper 
administration and the department is 
free from political control, there is no 
eason ta doubt the efficacy of the IIli- 
ols supervision. The code, he said, is 


ijust one tool that the department has. 


He said that the effect of the passage 
.the code had restored faith in IIli- 
Nols supervision. He feels that. it naw 


has the confidence of other states and 


athe companies of other states. 


; It is the 
duty of insurance men and policyhold- 


} 9's to stand up for proper supervision 


and laws. 


He hopes that strong and 


Plarge home companies will be developed. 
+ Companies, he said, will not be received 
8s they should in other states unless 


here is proper supervision at home and 


J @'nese commonwealths have confidence 
yn that supervision. 


')) Whole Picture Has Changed 


Director Palmer continued to lay 


_ Stress during his talk on the necessity 
40 Maintaining confidence on part of 
é other states in Illinois supervision and 


Peits laws. 


He said there may be a few 


: weak sisters among Illinois companies 
but the whole picture is so much more 


'mproved than 


t it was five years ago 
that there is hardly any comparison. He 
said there are over 35,000 people licensed 
to solicit insurance in the state, there 
are 110 people employed in the depart- 
(CONTINUED ON PAGE 20) 





Gerard S. Nollen Is Chosen 


as Convention Chairman 


President Bankers Life of Iowa 
Will Preside at Life Presidents 
Meeting 


NEW YORK—President Gerard S. 
Nollen of the Bankers Life of Des 
Moines, will be chairman of the annual 
convention of the Association of Life 
Insurance Presidents to be held at the 
Waldorf-Astoria in New York City on 
Dec. 2-3. Mr. Nollen will make the 
opening address at the Thursday morn- 
ing session. 


In Business Since 1902 


Since he was graduated from college 
in 1902 Mr. Nollen has been connected 
continuously with life insurance, hold- 
ing a succession of positions. To start 
as a minor clerk with one company, 
serve successively with others, and later 
rejoin the organization with which he 
was originally connected to climb to the 
presidency, has been the business des- 
tiny of Mr. Nollen. One of the com- 
panies with which he was engaged after 
starting with the Bankers Life was the 
Equitable Life of Iowa, with which he 
was associated for eight years. He re- 
turned to the Bankers Life in 1912. 


Became an Actuary 


The mathematical side of the busi- 
ness has particularly interested him. He 
was actuary of the Equitable Life of 
Iowa and later held the same position 
with his own company. He also served 
the latter as secretary and as vice-presi- 
dent before he became its chief execu- 
tive in 1926. He has been president of 
the American Life Convention and now 
is a member of its executive committee. 

His brother, Henry S. Nollen, presi- 
dent Equitable of Iowa, acted as chair- 








Will Be Chairman 





GERARD 8S. NOLLEN 


President G. S. Nollen of the Bankers 
Life of Iowa has been honored by the 
Life Insurance Presidents Association 
by being chosen chairman to preside at 
the annual convention to be held at the 
oe in New York City, 

ec. 2-3. 








man of the Life Presidents Association 
Convention two years ago. 


One Way to Express It 


A good way to express it: Your in- 
come will begin at age 65. If you don’t 
live to get it yourself your wife will get 

a month for ..... 








ance. 
children. 


should go. 
even Retirement Incomes. 


Independence Square 








Night and His Billfold 


From a young married woman recently came to one of our 
Agencies this letter, bringing a premium payment :— 


Jimmie cannot get it through his super-thick head why I wish to 
carry insurance, and refuses to pay premiums, and I pondered 
deeply and at length to what ruse I could resort. So, in the blessed 
darkness of the night my restless fingers found his billfold and 
would not relinquish it until I had taken care of my insurance. 


We neither commend nor condemn this young wife’s billfold 
raid, but can understand her strong desire to own life insur- 
Married women thus assure the education of their 
Some help to support a father or mother, and wish 
to make certain that the parent shall be cared for if they 
Others buy Endowments, for middle age use, or 
Sometimes a wife’s insurance 
covers mortgage indebtedness. 
is the beneficiary, to give help to him if she should go,— 
last expenses, and continued maintenance of the home. 


A recent questionnaire disclosed that half the policies issued 
to women are on the lives of married women. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Frequently, too, the husband 


PHILADELPHIA 

















Some Features of 
Annual Gathering 
Held in Chicago 


American Life Convention 
Week Brings Out Many 
Outstanding Addresses 


The executive committee of the Amer- 
ican Life Convention undoubtedly in its 
review of the 1937 meeting at the Edge- 
water Beach Hotel in Chicago last week 
will consider some changes in the pro- 
gram. This year in contradistinction to 
past meetings, the program was com- 
pressed into four days instead of five. 
The executive session was held Wednes- 
day evening instead of Friday afternoon. 
Many of the members felt that it was a 
mistake not to keep the machinery go- 
ing at least up to Friday noon, having 
the executive session Wednesday eve- 
ning, thus giving more people an oppor- 
tunity to attend it and running the pro- 
gram proper up to Friday noon inas- 
much as most people remained over in 
Chicaga. 

Industrial Section Meeting 


Another subject that is highly impor- 
tant to the Industrial Section is the 
change of its time of meeting so that it 
will not be held the same time as the 
Financial Section. On a vote in the In- 
dustrial Section it was shown that all 
the members desired to attend the Fi- 
nancial Section sessions. The meeting of 
the Industrial Section was held Tuesday 
afternoon while the Financial Section 
met both Tuesday morning and after- 
noon. The members of the industrial 
Section regretted that they were de- 
prived of the afternoon meeting. The 
suggestion is made that the Industrial 
Section meet on Monday. If the ex- 
ecutive committee decides to continue 
the program to Friday noon, the annual 
banquet would precede that session. 


Greetings Attracted Attention 


While O. Sam Cummings, president 
National Association of Life Underwrit- 
ers brought the greetings of that organ- 
ization Wednesday morning because he 
had to leave that day, the others were 
left until Thursday morning. Mrs. 
Dora Alexander Talley, president of the 
Woodmen Circle of Omaha, who is 
president of the National Fraternal Con- 
gress, was accompanied by Mrs.. Clara 
B. Cassidy of Atlanta, who is a director 
of the Woodmen Circle; H. L. Ekern, 
president and general counsel of the 
Lutheran Brotherhood of Minneapolis, 
and F. F. Farrell of Chicago, executive 
secretary and manager of the National 
Fraternal Congress. President T. A. 
Phillips when introducing Mrs. Talley 
said that she was the fourth woman who 
had been president of the organization. 


James S. Kemper’s Address 


James S. Kemper, president Lumber- 
men’s Mutual Casualty of Chicago, 
spoke as vice-president of the United 
States Chamber of Commerce, saying 
that the American Life Convention and 
many of its members had contributed 
liberally to the organization. He called 
attention to the fact that O. J. Arnold, 
president Northwestern National Life 
and §S. F. Clabaugh, chairman of the 
board Protective Life of Birmingham, 
are both directors. L. J. Dougherty, 
president of the Guaranty Life of Dav- 
enport, served as director for six years 
and Mr. Kemper said that it was a mat- 
ter of deep regret that he was not con- 
tinued. He called attention to what life 
insurance has accomplished during the 

(CONTINUED ON PAGE 20) 





4 


THE NATIONAL UNDERWRITER 





October 29, 1y 








Provident Finds 
Merit in Stressing 
$100,000 Minimum 


Is 37 Percent Ahead in 
Number of Agents Already 
Past That Mark 


PHILADELPHIA—The value _ of 
emphasizing $100,000 as the least which 
any agent should be satisfied to produce 
during a year has already proven itself 
with the Provident Mutual Life organ- 
ization in less than a year’s time. This 
measuring stick was the criterion which 
Agency Vice-president Willard K. Wise 
adopted when he took office at the be- 
ginning of this year and it has been the 
keystane of the Provident’s quality 


agent program, Stress has been laid on 
having as many agents as possible at- 
tain the $100,000 goal as early in the 
year as they could. 

At the end of the first nine months 
of this year, 22 percent more full-time 
agents had passed the $100,000 mark 
than was the case the same date last 
year. Furthermore, because of emphasis 
on quality rather than quantity in 
agency building, the company has about 
15 percent fewer agents than it had at 
this time last year. The greater num- 
ber of $100,000 men cannot be attrib- 
uted ta an increase in the total number 
of agents. In comparison with the total 
number of agents this year and last, 
the increase in the number of men whu 
have already produced $100,000 or bet- 
ter would be considerably more than 
22 percent. 

Nor has this quality program been 
at the sacrifice of total volume of pro- 
duction. Production is currently about 
14 percent ahead of this time last year. 

This triple objective—better quality 
of agents, more of them doing at least 
$100,000 or better, and increased total 
production—has been accomplished 
without any “getting tough” about it. 
The Provident, which was organized 
to provide insurance for “members of 
the Society of Friends and others of 
like careful habits,” still has a definite 
tinge of Quaker philosophy, of which 
one of the cardinal tenets is that any- 
thing settled by force is not really set- 
tled at all. Consequently, the attain- 
ment of any objective, however desir- 
able, by the use of harsh measures 
would be inconsistent with the Provi- 
dent’s method of operating. 

Rather the plan has been to focus at- 
tention constantly on $100,000 as the 
minimum “passing grade.” Agents are 
encouraged not only to produce large 
amounts of business annually, but to 
reach the $100,000 mark as early in the 
year as possible. This helps create in- 
terest in the $100,000 idea among pro- 
ducers who are not in the slightest dan- 
ger of falling below that mark for the 
year and who ordinarily would not con- 
sider it any real measure of ability. 








Who Will Bell Cat? 


In commenting on the proposal made 
at the American Life Convention by 
R. R. Lounsbury, president of the Bank- 
ers National Life and the Atlantic Life, 
that the policy loans idea be eliminated, 
an executive of one of the old estab- 
lished companies said that he favored 
the idea but he doubted if it would ever 
be adopted. To put such a proposal in 
force would require 100 percent coop- 
eration from the life companies. Other- 
wise the situation would be similar to 
the mice deciding to bell the cat. The 
mice all agreed that it was a good idea, 
but no one would volunteer to put the 
bell on the cat. 





National Association Starts 
Intensive Development Drive 





President Cummings Tells of 
Work Which Will Be Done in 
Coming Year 





The National Association of Life 
Underwriters is launching an intensive 
development program under the direc- 
tion of President O. Sam Cummings. 
In three talks at the joint Peoria associa- 
tion sales congress and the Illinois as- 
sociation mid-year meeting at Peoria, 
Mr. Cummings outlined the National 
association’s objectives. 

Public education to combat spurious 
attacks on life insurance, education of 
agents by aiding the C. L. U. move- 
ment and more careful selection of men 
are on the National association’s agenda. 


State Association Vital Link 


President Cummings said that the 
state association is a vital link between 
the local and national organizations. 
The state units are being recognized as 
such in this year’s membership work 
for the first time. Mr. Cummings 
stressed the objective of placing mem- 
bership on a continuous basis rather 
than resorting to spontaneous drives 
which lack dignity. Creating the atti- 
tude that the membership is a perma- 
nent proposition and that the member 
should pay his annual dues like he does 
to his other organizations, will be a big 
aid in stabilizing the association. 

On official visitations National as- 
sociation officers not only should give 
talks at general meetings but they 
should confer with the local officers 
and committee chairman on organiza- 
tion work, discussing such things as 
dues, programs, budgets, membership, 
etc., said Mr. Cummings. The goal of 
the National association this year will 
be to train local leadership and have a 
national or state officer visit every local 
association by the end of the year. The 
National association is preparing a spe- 
cial visitation report, asking for com- 
plete details of organization activity, 
which visiting officials will be asked to 
fill out. Mr. Cummings wants every 
state association to hold a state officers 
congress to discuss planning attractive 
and interesting programs, increasing 
membership; finances and budgets, and 
sound educational programs, 

A major objective of the National as- 
sociation is to encourage inter-associa- 
tion meetings by having several smaller 
organizations come together at a regular 
meeting to develop fellowship and bet- 
ter relations. This is in addition to the 
joint sales congresses which are now 
held. There is a definite job to be done 
in the smaller associations and the larger 
organizations should take the responsi- 
bility of aiding them, said Mr. Cum- 
mings. 

To enable prospective members to 
visualize association program benefits 
Mr. Cummings suggested the ticket 
book plan which is now being used in 
several cities. There is a ticket for each 
meeting with the program on it. The 
tickets can either be printed or mimeo- 
graphed and bound together with a 
staple. 


Distribute Selection Tests 


The National association is planning 
a program to aid managers and general 
agents to get the people into the busi- 
ness who have the ability to succeed. 
Copies of the established Otis psycho- 
logical test will be issued by the Na- 
tional association. Mr. Cummings said 
that the test brings out things about a 
man that the man himself doesn’t know 
about. Prospective agents are glad to 
take this test. 

The general agent should be glad to 
check his judgment by every mechanical 
means before he takes the responsibility 





of recruiting a man who is already 








A. L. C. Speaker 

















B. RICHARDSON, Helena, Mont. 


R. 


R. B. Richardson, executive vice-presi- 
dent of the Montana Life, was one of the 
speakers at the last session of the Amer- 
ican Life Convention annual meeting 
and, in fact, was the last speaker at the 
last meeting. He graduated from the 
University of Michigan, majoring in ac- 
tuarial science. He became associate ac- 
tuary of the New World Life in 1920 
and in 1928 went to the Montana Life 
as actuary. He became vice-president 
and actuary later and since Nov. 1, 1933, 
has been vice-president and general 
manager. While he was with the New 
World Life he served a term as presi- 
dent of the Pacific Coast Actuarial Club. 








established in another line. Some pros- 
pective agents do not have the mental 
ability to grab hold of an idea and the 
Otis test reveals this. By recruiting 
those who do not have an aptitude for 
the work the caliber of the business is 
dragged down. It is necessary that life 
insurance recruit men of higher level 
because they usually sell people in their 
class. Companies should secure agents 
in the same class as the prospects they 
wish to sell. The general agent’s suc- 
cess depends upon other people and the 
selection of these people is of real im- 
portance, said Mr. Cummings. By sup- 
plementing personal judgment with 
mental tests the general agent can say 
to a new man with sincerity, “You have 
an excellent chance to succeed in our 
business,” 


Inflation Is Predicted by 
Life Company President 








Inflation is near, President C. F. 
Williams of the Western & Southern 
Life of Cincinnati, predicted in a talk 
at a meeting of the Mortgage Bankers 
Association of America. 

“The business man or banker who 
does not believe that we are going to 
have some sort of inflation in this coun- 
try had better enroll in a_ business 
school,” he said. “The nation is suffer- 
ing from an acute attack of lack of con- 
fidence, which will not likely be re- 
moved until some definite steps are 
taken to balance the federal budget, 
stop increasing taxes, and halt the high 
cost of living. 

“The whole world seems to be in a 
state of unrest. The European situa- 
tion is a mad dog situation. Nothing 
that can happen there will help this 
country, but almost anything that hap- 
pens there in the near future is likely 
to hurt us. It is difficult for business 
men and bankers to have any feeling 
today but one of keen anxiety and con- 
cern when the national and international 





situation is as confused as it is now.” 





Equitable Society 
Women Agents 
Hold Conference 


as 


President T. I. Parkinsoy; 
Address Is Climax of 


ond Sales Conference 











NEW YORK—Women agents of \\ 
Equitable Society met for their sec 
city-wide sales congress, the climax; 
the program being an address by Pre 
dent T. I. Parkinson. Miss _Beatrig 
Jones, unit manager Devitt agency, why 
was in charge of the program, preside 
With the exception of Mr. Parkinsy 
the speakers were outstanding wom 
agents of the New York territory, 

Mrs. Fay Levy, leading woman age 
in volume for all agencies country-wid 
described her prospecting system a 
her methad of increasing her lien 
insurance programs after selling the 
the first policy. Mrs. Levy has led th 
Lewis agency every year since sy 
joined it in 1934 and missed membershij 
in this year’s Million Dollar Row/ 
Table by only about $50,000. 


Intensive, Not Extensive 
























































Header in 
talk wor! 
pends lar 





tober 


the client 
in case 










ing to as 
stressed. 


ers to I 
the talki 


talk the 








0 
y 











dotted Ii 
on 
course, I 
Thomps¢ 


the 


“Be fi 


what 15 | 
pects, 
proach 
port of | 
tion O 

or they 
the mos 
have the 
Why ne 


mg 





ther W 
ou can 


Stresses 


“As 


mission, 
compan 


sponsib 
death n 
papers, 
a vast 
behind 
> sufficies 
profess 


Operating on the “acres of diamond! 


idea, Mrs, Levy started out by doing 
intensive rather than extensive job ¢ 
life insurance selling. Within a radiy 


of five blocks of the Equitable homie 


office building she sold more than %; 
250,000 in three and a half years, d 


of it to people she had known beforh 
D of the 


becoming an agent. Though workin 


intensively in certain lines of busine, 
where she found the going was goolf™ 


she never asks a client for an_ intro 


duction to some one else in the sami 
field though she does ask if the clienh 
has any objections to using his name ah 
one of her clients but not as a mean, 


of getting the first interview. Mn 
Levy finds no trouble in getting pas 
secretarial watch-dogs though at time 
it calls for resourcefulness and ingenv- 
ity. Once inside, the names of othe 


prominent men in the same line of bus-F 
ness as the prospect help definitely if 


smoothing the way. 


Mrs. Levy cultivates her clients wit b 
) consis 


such zeal that a competing agent ha 
little chance with them, she 
makes it a point never just to “drop in 


on her policyholders, she always cot ‘ 






trives to keep well posted on the new 
and gossip of the client’s trade. 


opments, or social security informatio 
and any other new developments of it- 
terest to her client provide plenty 
occasions for keeping up the contact. 


Bulk of Sales to Clients 


Mrs. Levy was much impressed by > 


the fact that the agent, a woman, who 
sold her her first policy never tried 
sell her any additional insurance & 


Such : 


information, along with new tax deve: F™ 


peter Ata CHO 


Ree oe 


% 


While she 


tried to get any business through het. 3 


Realizing the amount of business that 
this agent failed to get merely throug 
failing to follow up an obvious contact, 
Mrs. Levy was determined to avoid this 
pitfall. The fact that more than # 
percent of the business she has sold this 
year has come from old _policyhaldess 
shows how well she learned this lesso#. 

Mrs. Levy goes thoroughly into het 
clients’ insurance setup, business insw!- 
ance as well as personal and has fout 


that frequently conferences arranged t F 
lient’s lawyer, accountant, 5 


include the c 
or trust company have helped to pt 
across her idea. She believes that 4 
woman agent has an advantage over 4 
male producer in arranging programs, 
since a woman is able to look at the 
future from a woman’s point of vie¥ 





and to have a more vivid idea of wha 
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he client’s beneficiary will have ta face 
in case the policy should become a 


























nliss Ethel K. Thompson, Peacock 
Brooklyn) agency, nation-wide woman 
leader in cases, said that no one sales 
Balk works all the time and that it de- 
largely on whom the agent is talk- 
ing to as to which angle should be most 
stressed. Where it is possible, she pre- 
fers to let the interviewee do most of 
the talking, since very often prospects 
lk themselves into signing on the 
dotted line and even signing the check 
on the first interview—assisted, of 
course, by a few suggestions from Miss 
Thompson. : ; 

“Be friendly, and you will find out 
what is the cherished wish of your pros- 
pects,” she said in describing her ap- 
proach strategy. “It may be the sup- 
ort of a father and mother, the educa- 
tion of children, or nieces or nephews, 
or they may be entirely alone, which is 
the most frightening picture of all. You 


pends 


ice 


ents of thy 
1€ir secoy 

Climax ¢ 
S by Pre 
S Beatrig 
yCicy, Wh 


° Mabe have the balm to cure all such ailments, 
Parkins Why not use it many times a day? In 
1g Won other words, why not tell all the people 
itory, you can today and all of the days? 

NaN agi? stresses Agent’s Responsibility 

ntry-wid ; 

Stem api “As underwriters, we have a great 
r Clien[e mission, and are members of a great 
ing theme company, therefore ours is a great re- 
1s led time sponsibility. . . . With the long list of 
since sme death notices published every day in the 
m Dershijfies papers, did you ever stop to think that 


r Rowimea vast majority of the loved ones left 
B® behind are facing problems without 
sufficient help because someone in our 

© profession has failed?” | 
iamond'f. The newer agent’s point of view was 
doing ae. given by Mrs. Phyllis Droge, Fern 
e job i. agency, an outstanding newcomer who 
a radyee has been in the business only six 
le homey months. She said that after the first 
han gf @ glow of enthusiasm for life insurance 
cars, dee selling fades, the agent becomes afraid 
n before s of not making the grade but that most 
workings) of these fears concern only oneself. 
busines This is particularly true of women 
agents, she said, because women have 
> many responsibilities. Hence they must 
organize their lives to make first things 
come first and particularly they must be 
careful not to invent more obstacles 
than they really have and use these as 
Salibis for their own inability to make 

1g past Fa the necessary effort to succeed. ; 
t tinsh) Mrs. Droge praised the Equitable’s 
ingen.) Managerial and educational system for 
the help it gives a newcomer. She 
) pointed out that the untrained salesman, 
ike an amateur actor, may give an in- 
spired performance on occasion but is 


cksiauethce cexcree eer 
















8 wi not likely to maintain this high level 
nt hafe Consistently. She said she does not be- 
le she lieve in a canned sales talk but she does 


use a planned sales presentation and 





op in : ‘ A 

; confer Said that by following the basic under- 
new? lying law of salesmanship the agent 
Such 4 could be certain that the law of average 
devel: iy will bring a degree of success. 

nation f 

of inf 


_ Alfred MacArthur Claims 
act: F to Have Earliest Record 
of Life Insurance Issue 


- 
< 
2 
* 


oF ss ae 





Alfred MacArthur, president Central 
Life of Illinois, in the’course of some 
) abstruse reading, came upon what he 
) believes is the first recorded issuance 
of a life insurance policy. So firmly 
is Mr. MacArthur convinced that he 
has discovered a notable first that he 
offers to anyone who can produce a rec- 
ord of an earlier issue, 2 personally con- 
ducted tour of the Central Life’s new 
home office building in Wacker drive, 
hicago, ta which the company moved 
ast Friday. 


Act of Notary Branch 


> 
Ss 
Sie acta eee 





: “Bensa’s book, ‘Il Contratto di Assi- 
put F ee Nel Medio Evo,” published 
see 4 
: 
a 2 


t 3 7€n0a in 1884 relates to various 
7 ‘yees of insurance,” Mr. MacArthur ad- 
: rises, 

ns, “ r . . . 
he Document XIX is a notarial act ef- 


ow fecting life insurance contracts, and was 
sat ound, as appears from the notes, in the 
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notarial archives of Genoa. It was an 
act of the notary branch De Bagnaria. 

“Document XIX is dated April 10, 
1427. It effects an insurance in favor of 
Luca Gentile upon the life of his wife, 
Franenga, The amount is 600 florins, 
promised by four individual insurers, 
two binding themselves for 200 florins 
each and two for 100 florins each. The 
contract is in the form of an obligation 
to pay the sums insured within three 
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would Tike 
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RE you your own boss — in 

business for yourself . . . if 

so, you are not eligible for Social 

Security old age benefits. It is 

assumed that you, as a proprie- 

tor, will “look out’ for yourself, 
Are you doing it? 

The John Hancock Selective 
Security Policy provides you 
with a monthly income for life 
... after age 65. 

This modern Selective Secur- 
ity Plan is so flexible that it is 
adaptable to every family need. 





null and void,’” 
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= a 


months, subject ta a clause of defeas- case the present instrument shall be 
ance, which, as well as we can translate 
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it from the Latin, reads: 

““Save and specially excepted, if 
Franenga, daughter of Melchio Spinule, 
and wife of the said Luca, aged 32 years 
or thereabout, now pregnant eight 
months or thereabout, shall come forth 
alive and well from childbirth and preg- 
nancy and the occasian of said child 


\ 
While the children are small 


it provides financial protection; 
if your wife has to continue with- 
out you after the children become 
self-supporting, she can receive a 
life income from this policy; and 
after you reach sixty-five, both 
you and your wife will enjoy a 
monthly income which will con- 
tinue the rest of your lives. 


Provident Mutual—New paid life in- 


surance for the third quarter was $16,- 
492,000, an increase of 14.7 percent over 
the corresponding period of 1936. In 
surance in 
a gain of $3,269,000 during the quarter. 
Ledger 
| birth and pregnancy, then and in that | $320,168,000, 


force stood at $957,407,000 


assets increased $4,612,000 to 


own account — these and many 
others should send for our 
authoritative booklet. It 
explains briefly and in non- 
technical language, the retire- 
ment and Social Security 
problem and how it affects you. 
It is absolutely free and there is 
no obligation. 





Professional men ~ all 
proprietors operating their 
own businesses for their 











Derantmenr 
Joum Hancock Mutuar Live Insurance Co, 


Boston, Massachusetts 
Please send me your booklet, “Selective Security.” 
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JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 


GUY W. COX, President 
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Scope of Social Security to 
Be Broadened Materially 





Address of Chairman Altmeyer 
Before Federation of Labor 
Creates Much Conjecture 





The recent speech of A. J. Altmeyer, 
chairman of the social security board, at 
the national tonvention of the American 
Federation of Labor in Denver, in which 
he indicated that the board is planning 
to broadett greatly the scope of social se- 
curity in this country under federal 
auspices, has created considerable dis- 
cussion and conjecture as to what was 
meant. 

It was indicated that the 
planning a health insurance program. 

“IT should like to suggest,” Mr Alt- 
meyer said, “that there are considera- 
ble advantages in breaking down the 
discussion of so-called health insur- 
ance into two phases: Provision for med- 
ical care, and protection against wage 
loss. In the social security act we al- 
ready have two plans for social insur- 
ance against loss of wages; unemploy- 
ment compensation provides protection 
against temporary loss of income due 
to a particular cause—involuntary unem- 
ployment; old-age insurance, against per- 
manent loss of income due to a particular 
cause—old age. Loss of wages due to ill 
health or physical disability may also 
be either temporary or permanent. Many 
students in this field believe that a use- 
ful analogy may be drawn between the 
two insurance programs already in op- 
eration and the unsolved problems of 
economic protection against loss of 
wages due to these two kinds of phys- 
ical disability. They suggest that the 
economic risks of temporary disability 
might perhaps be approached along lines 
similar to those worked out for unem- 
ployment compensation and, still earlier, 
for workmen’s compensation; and that 
provision for permanent disability might 
follow a pattern somewhat like that al- 
ready worked out for old-age insurance.” 


Suggested Moves Proposed 

Mr. Altmeyer said serious considera- 
tion should be given to the broadening 
of the field of social insurance with the 
following suggested moves along this 
line: “Beginning monthly old-age bene- 
fits sooner, raising the lower limits of 
the benefit scale, paying more liberal 
benefits in earlier years and providing 
survivors’ benefits and benefits for phys- 
ical disability. 

“The problem of providing survivors’ 
benefits, sometimes called widows’ and 
orphans’ allowances, in connection with 


board is 





Well Known Cedar Rapids 
Life Official Is Dead 








JAY G. 


SIGMUND 


CEDAR RAPIDS, IA.—Jay G. Sig- 
mund, widely known Iowa poet and 
until last May vice-president of the 
Cedar Rapids Life, died in the Cedar 
Rapids hospital Tuesday night follow- 
ing amputation of his left leg, as a re- 
sult of ‘shooting himself accidentally 
while hunting rabbits on his summer 
place at Waubeck, Ia., that afternoon. 
Recently Mr. Sigmund was conducting 
his own general agency in Cedar Rap- 
ids representing the Minnesota Mutual. 








the federal old-age insurance plan is 
already receiving attention. ‘lhough 
death benefits are paid to the estates of 
deceased workers under the present sys- 
tem, no specific scale of continuing 
monthly allowances either for widows 
or orphans is provided. The problem of 
relating these allowances to past earn- 
ings, a fundamental principle in the 
present old-age insurance system, pre- 
sents great difficulties. But since monthly 
benefits are not payable until 1942, there 
is still time to explore this question.” 





James H. Harrop, manager of the Tri- 
State Agency of the Equitable Life, 
New York, at Salt Lake City, has gone 
to the Mayo clinic where he will take 
treatments and possibly have an opera- 





tion. 


N. Y. Code Hearing Fails 
to Take Up Ageni Licenses 





Sections Covering Fire and Cas- 
ualty Investments Occupy Both 
Days—Resume After Election 





NEW YORK-—Article VI of the pro- 
posed New York code revision, which 
covers licensing of agents and brokers, 
scheduled for discussion at last week’s 
public hearing conducted by Chairman 
R. Foster Piper of the joint legislative 
revision committee, was not reached and 
consequently will not be taken up until 
some time after election day. Both 
days of the hearing were occupied with 
sections dealing with investments of 
fire, marine and casualty companies. 

No date was set for the next hearing. 
Between now and election day, a large 
part of the time of the assemblymen on 
the committee will go to campaigning. 
State senators are not up for election. 


Concern Over Examinations 


Provision for compulsory written ex- 
aminations for new life agents is the 
most important section of Article VI 
from a life insurance point of view. 
Some feel that while the licensing pro- 
vision is obviously intended to apply 
only to new licenses and specifically ex- 
empts renewals from the examination 
provision, the power given to the sup- 
erintendent to demand a written exami- 
nation of anyone seeking renewal of his 
license opens the way to elimination of 
many veterans from the business if an 
arbitrary superintendent were to make 
difficult examinations mandatory for re- 
newals of licenses of those who had 
been in the business less than a speci- 
fied length of time or had produced 
less than a specified minimum of busi- 
ness during the previous year. 





Provident Mutual Conference 


The Provident Mutual Life General 
Agents Association officers and execu- 
tive committee met at head office and 
decided to hold the annual meeting at 
the Edgewater Beach Hotel, Chicago, 
Dec. 6-10. There were present F. E. 
Webster, Pittsburgh, president; J. H. 
Cowles, Los Angeles; E. S. Albritton, 
Chicago; G. M. Quigley, Denver; L. F. 
Paret, Philadelphia; H. W. Schenck, 
Greensboro, N. C.; Walter Brokaw, 
Providence, R. I.; J. S. Scott, Roches- 





ter, and A. M. Baker, Philadelphia. 





Individual Cases Taken 
Up by the Authorities 





Social Security Tax Unit ls 
Studying Agency Contracts 
Life Companies 





Life companies are all filing individyy 
applications and briefs with the intern 
revenue department to secure a ruliny 
on whether their agents are employe. 
Usually this application is accompaniej 
by a brief setting out the main facts jy 
the agency contract. It seems to 
the general consensus that all industrig 
agents will be counted employes for th 
most part, ordinary agents will not } 
employes. As is known, favorable ry. 
ings have been made on the North. 
western Mutual Life and Kansas City 
Life contracts and the ruling in th 
Massachusetts Mutual case was that i 
agents were employes. It has asked 
however, for a reconsideration. It ; 
expected that the department will mak 
a decision in the near future on a nun. 
ber of pending cases. All cases are noy 
— before the social security ta 
unit. 


Rulings by the States 


One of the confusing features rests 
on the rulings of the various states thi 
have unemployment insurance or a pen. 
sion act. Some of these statutes diffe 
from regulations of the federal gover. 
ment. Where there is a parallel, con. 
panies are hoping that there will h 
uniformity in procedure. However, 
some states evidently have ruled di. 
ferently than the federal government 
where it would seem the conditions ar 
identical. 
interested in this subject and are keep- 


ing in close touch with the America} 


Life Convention or the Association of 
Life Insurance Presidents. 


Ordinary Agents Not Employes 


If there are adverse rulings in the 
states or federal government it is likely 
that tests will be made in the courts if 


it is impossible to get a reversal. Com-—- 


panies are claiming that so far as ordi- 
nary agents are concerned they are not 


employes although the internal revenue — 


department in construing some of the 


provisions of the contracts may take a 2 


different slant. 





E. S. Villmoare, vice-president Kan-— 


sas City Life, is in a hospital there re- 





cuperating from an illness. 





ON THE SALES RESEARCH BUREAU PROGRAM 





GRANT L. HILL, Milwaukee 
Northwestern Mutual Agency Chief 


H. G. KENAGY, Newark 
Agency Superintendent Mutual Benefit 











JEROME CLARK, Cincinnati 
Vice-President Union Central 


FRANK L. JONES, New York 
Vice-President Equitable Society 
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Home Office Underwriters of 
South to Hold Meeting 












Program Is Announced for Ses- 
sion to Be Held in Birmingham 
Nov. 12-13 


Jnit ls 
"acts of 





BIRMINGHAM, ALA—The first an- 
nual meeting of the Southern. Home 
Office Underwriters will be held Nov. 
49-13 at the Tutwiler Hotel here. More 
than 50 registrations have been, received 
so far and others are coming in. 

This organization was perfected at a 
meeting in Chattanooga several months 
ago with these officers: Emmett Rus- 
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tensely RALPH W. HICKS 
7 Industrial Seminar Leader 
e keep : 
nerican > sell, Jr., Life & Casualty of Nashville, 
tion off president; Ralph Beeson, secretary Lib- 
erty National Life of Birmingham, vice- 
' president, and W. E. Jones, Provident 
Life & Accident, secretary-treasurer. 
in the The afternoon of the first day Mr. 
5 likely F Beeson will lead a “Discussion of Clin- 
yurts if ical Cases.” Specimen cases have already 
Com- - been submitted to member companies, 
s ord so that their representatives will be pre- 
ire not pared to discuss the cases at the meet- 
evenue Fe ing. 
of the . F 
tele s Ordinary, Industrial Seminars 
Clarence Egdorf, underwriter Protec- 
tive Life, Birmingham, will lead an ordi- 
Kan nary seminar to be held Saturday morn- 
Te Tes ing and Ralph W. Hicks, secretary 


Standard Life, Jackson, Miss., will head 
the industrial seminar. 

Other speakers announced are Ken- 
net R. Miller, Life Insurance Sales Re- 
search Bureau; Don D. Seaman, chief 
underwriter Lincoln National Life; G. I. 
Hinson, underwriter Fidelity Union 
Life, Dallas; Edgar Jones, underwriter 
Provident Life & Accident, Chatta- 
nooga, and W. C. Hill, president Re- 
tail Credit Co., and Lee N. Parker, 
president American Service Bureau. 

An entertainment feature will be at- 
tendance at the Alabama-Georgia Tech 
football game the afternoon of Nov. 13. 





Little Man Buys 95 Percent 


Value Is Known—No Need Now to 
Tell Public That Life Insurance Is 
Good 











NEW YORK—The American people 
want life insurance more than we want 
to sell it to them,” declared Joseph M. 

antz, Cincinnati general agent Pacific 
Mutual Life, before the New York As- 
Sociation of Life Underwriters this week. 
‘About 95 percent of the life insurance 
' 1s bought by the average man, he said. 
€ is the one who is going to keep the 
democracy of the nation, the one who 
is going to steer the nation away from 
the foreign “isms.” He is the one who 









is entitled to be considered as the un- 
heralded hero of America, Mr. Gantz 
asserted. The trouble is, he said, that 
life underwriters do not appreciate the 
little man and the place he holds in the 
picture. They fail to think that the little 
man counts. 

Mr. Gantz said that in any business 
there are three important periods: the 
informative stage, the missionary period 
and the selling period. The selling pe- 
riod is now. People now know what 
life insurance is and therefore there is 
no need to tell them that it is good. 
The thing to do now is to merchandise 
life insurance to the people. 





Banker K. C. Speaker 


KANSAS CITY.—Students of busi- 
ness conditions regard life insurance 
sales as an excellent barometer of gen- 
eral business, Dr. Bruce Robb of the 
Federal Reserve Bank here told 35 mem- 
bers of the General Agents & Managers 
Association. Of course, Dr. Robb 
pointed out, life insurance sales are the 
result of business conditions, and not 
business conditions of life insurance 
sales. 

He discussed business conditions in 
the tenth federal reserve district, com- 
prising roughly seven states, and briefly 
surveyed the current national situation. 











THe WEEK IN INSURANCE 





G. A. S. Robertson is appointed Mis- 
souri superintendent succeeding R. E. 
O’ Malley. Pagel 
*x* * x 
Policy loan requests flooding New 
York offices on account of stock panic. 
Pagel 
* * x 


Demand for farms increases despite 
low crop prices. Pagel 
* * 


Information reaching New York C.L.U. 
chapter points to extensive settlement 
option revisions. Pagel 

* * 


President Cummings outlines National 
association’s plans at Peoria gatherings. 
Page4 
* +s 
G. S. Nollen, president Bankers Life of 
Iowa, will be chairman of the annual 
convention of the Association of Life 
Insurance Presidents to be held in New 
York City. Page 3 
* * x 
Features of the annual meeting of the 
American Life a ae Page 3 
* * 


Hearings on revision of agents license 
law in New York postponed until after 
election. — Page 6 


Social security tax unit is studying 
each agency contract of the various life 
companies to see whether their agents 
are employes. Page 6 





Memorial service is held by the Amer- 
ican Life Convention in tribute to the 
late J. B. Reynolds, president Kansas 
City Life and George Graham, executive 
vice-president Manhattan Life. Page 2 


* * * 


New York women agents of Equitable 
Society hold sales conference. Page 4 


* * * 


Executive Vice-president A. J. Me- 
Andless, Lincoln National Life, speaks 
of personal incomes and amount of in- 
surance that should be purchased. 

Page 8 
*x* * x 


How Mutual Benefit Life took “grief” 
of depression as it came and wrote it 
off related by Vice-president E. E. 
Rhodes at meeting of Chicago agencies. 

Page 2 
et 

Governor Horner of Illinois and State 
Insurance Director Palmer speak before 
the insurance division of the Illinois 
Chamber of Commerce. Page 3 

* *K * 


H. J. Mortensen has been reappointed 
insurance commissioner of Wisconsin. 
Page & 
* * * 
Illinois Association of Life Underwrit- 
ers elects Philip B. Hobbs first vice- 
president at mid-year meeting. Page 1é 








to our field force. 


WE OFFER: 


ODONOM AWD — 
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MINNESOTA MUTUAL 


Marches on! During the first nine months of 
this year our gain in Insurance in Force dou- 
bled that for the same period last year. A 
record which is reflected in increasing income 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 
Policies for every purpose: Regular—Juvenile— 
Women—Group—Payroll Savings, etc. 
Low Monthly Premiums. 


A $200,000,000.00 Mutual Company, 57 years old with an 
understanding co-operative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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Personal Incomes and 
Life Insurance Amounts 





A. J. McAndless, Executive Vice- 
president Lincoln National Life, 
Finds Interesting Conclusions 





“Do not do your clients the injustice 
of selling them life insurance in units 
smaller than-those to which their in- 
come entitles them,” said A. J. Mc- 
Andless, executive vice president Lin- 
coln National Life, in a bulletin, ‘Sell 
them insurance in amounts which are 
at least commensurate with the average 
being purchased by people in their in- 
come class.” 


Results of a Survey 


In quoting the results of a survey of 
life insurance buying habits of a large 
group of representative Americans, ‘Mr. 
McAndless said, “Persons with incomes 
under $2,000 and averaging $1,700 
owned 1.9 policies for an average amount 
of $2,000 each. In the $2,000 to $3,000 
income group, persons averaging $2,400 
owned 2 policies averaging $2,600. In 
the next group up, with incomes from 
$3,000 to $5,000, persons with an aver- 








age of $3,800 owned 2.2 policies for 
$5,700. On the next rung, persons with 
$5,000 to $10,0000 incomes, averaging 
$6,500, paid for 2.5 policies of $7,200° 
On the top deck, those with incomes 
averaging $16,500 paid for 2.9 policies 
of $13,300, 

“While these are not ideal situations, 
representing only what is actually being 
done throughout the country, this sur- 
vey indicates that the size of the policy 
sold should tend sharply upward with 
income, It shows unmistakably that as 
the income rises the client tends to buy 
larger policies rather than to buy more 
of them. Those cases for which a policy 
of less than $2,000 is really suitable are 
so few as to be negligible.” 


Michigan Union Life Rally 


GRAND RAPIDS, MICH.—The 
Michigan Union Life, formerly New 
Era Life, held its 40th anniversary con- 
vention at the home for two days. Rep- 
resentatives from 17 cities attended. 
House-to-house good will visitations 
were a feature opening the general 
agents’ convention. Home office staff 
men participated, under direction af J. 
B. Hutchins, manager Grand Rapids di- 
vision. Gaylord Nelson, general secre- 
tary, was toastmaster at a dinner. A. E. 
Hanson, general manager, presided at 
convention sessions Wednesday. 








Office staff. 








Going Forward 
in 1937 


At the close of the first six months of 1937, our 
records show the following results: 


Insurance Issued (Net). . . 


A Gain, over the first six months 
of 19386,0of ... 


Total Insurance in Force . 
Gain in Assets . . . 


These outstanding results, at the half-way 
mark of the cvrrent year, were achieved by a 
well trained loyal Agency force working under 
a result getting production plan that has 
been developed by an Agency-minded Home 


WOULD YOU LIKE TO KNOW WHAT 
THE PLAN CONSISTS OF? 


If so, direct your letter to 
A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL 
LIFE COMPANY 


LICENSED IN TWENTY-ONE STATES AND THE DISTRICT OF COLUMBIA 


$12,098,885 


. 214% 
- $130,309,269 
708,045 


OMAHA, NEB. 


Organized 1901 














Reappointed as Head of 
Wisconsin Department 








H, J. MORTENSEN 


H. J. Mortensen has been reappointed 
insurance commissioner of Wisconsin 
by Governor La Follette, his term end- 
ing June 30, 1939. His previous term 
expired June 30, 1935, and he has con- 
tinued to fill the office as the governor 
did not make a new = appointment. 
Therefore, he has served two years of 
his new term. It is interesting to know 
that Mr. Mortensen is the first Wiscon- 
sin insurance commissioner that has 
ever been reappointed. The appoint- 
ment was confirmed by the senate just 
before it adjourned last Saturday. Prior 
to the appointment there was no indica- 
tion that Mr. Mortensen’s name was to 
be submitted but it was found included 
in 24 appointments made in the closing 
moments for major state offices. 

Before taking the insurance commis- 
sioner’s office Mr. Mortensen was a 
lawyer at New Lisbon, Wis. He was 
born Sept. 18, 1876, at that place. He 
attended Stevens Point Normal School 
and the University of Wisconsin, grad- 
uating from law at the latter. He 
served as president of the New Lisbon 
State Bank. He was a member of the 
Wisconsin legislature. He conducted a 
local insurance agency at New Lisbon. 
He started his term as insurance com- 
missioner July 1, 1931. 


American Congress Meets 





Secretary Winder Explains Tentative 
Draft of Constitution and Distributes 
Proposed Fraternal Bill to Members 





Hopeful of an increasing membership 
to enlarge activities and put into effect 
proposals already laid out, the Amer- 
ican Fraternal Congress held its first 
annual meeting in Chicago. The con- 
gress was headed by Alfred F. Soska, 
president Polish Alma Mater. Donald 
T. Winder, formerly fraternal super- 
visor of the Illinois department of in- 
surance, is secretary-manager, and Jos- 
eph E. Speicher, treasurer of the Pol- 
ish National Alliance, is treasurer. 

Fourteen societies are members of 
the congress which is principally mod- 
eled on the plan of the American Life 
Convention, Only a handful of delegates 
attended the congress and about 15 at 
a luncheon. Mr, Winder distributed to 
members of the congress a_ tentative 
draft of the constitution and a_ pro- 
posed uniform fraternal bill for regula- 
tion and control of societies. The bill, 
however, is a personal proposal of Mr, 
Winder and does not bear any recom- 
mendations of the congress. Under the 
plans of the constitution each member 
of any fraternal society that joins the 








congress would voluntarily contribute 


October 22, 193) 





2 a year in monthly payments to a we, 
fare fund. One dollar of this amount jy 
to be allocated for medical and_ hoy. 
pitalization purposes, 25 cents for yoy, 
activities and 75 cents for a monthly 
magazine, Although plans of the cop. 
gress were approved by the Illinois 
Fraternal Congress in Taliaiasy. 1935 
they were rejected by the National Fr. 
ternal Congress. The constitution of th 
congress provides that members are ty 
be assessed on the basis of $5 for egg) 
million of insurance in force by a 49, 
ciety with a minimum fee of $10 and, 
maximum of $250, 

Talks included an address on “Stream. 
lining Life Insurance” by Paul Speiche 
and informal addresses at the luncheon 
by Roy L. Davis, assistant director oj 
insurance, and Rodney H. Brandon, foy. 
mer Illinois director of public welfare 

The congress anticipates a member. 
ship of between 40 and 50 societies jy 
1938, 


Michigan Reference Book 





The National Underwriter Press Issue 
1937 Edition of This Comprehensiy 


Compendium of Information 





The Underwriters’ Hand-Book of 
Michigan for 1937 was published this 
week by THe NATIONAL UNDERWwRITR, 
This well-known book brings the data 
on Michigan insurance-wise up to date 
in 664 pages crammed full of interest: 
ing and vital material. 

The new book contains the complete 
list of all agents in the state—fire, cas. 
ualty and life, stock, mutual and recip. 
rocal—and the list of companies which 
each represents as well as the data on 
other business transacted, if any, officers 
of the firm, date established, address, 
etc. This list is arranged alphabetically 
by towns. Also given is the complete 
list of companies licensed to operate in 
the state together with their financial 
statements, officers, field representatives, 
address, etc. The list of field men of 
the fire and casualty companies and the 
managers and general agents of the life 
companies are listed separately in alpha- 
betical order as a cross-reference. 
Other features of this book include 
the statistical section which shows the 
premiums and losses of the fire com- 
panies for the past five years together 
with the business of 1936 classified, cas- 
ualty premiums and losses classified for 
two years and life insurance ‘paid for 
and insurance in force’ for six years; 
the classification of each 'town' as to fire 
protection; a resume of the insurance 
laws of the state; a showing of what 
lines each company writes; lists of na- 
tional and local insurance organizations 
with their officers and addresses; and 
lists of insurance attorneys and adjust- 


rs, 
The Michigan Hand-Book was one of 
the earliest publications of its kind in 
the middle west, being first published 
in 1895, just about four years after the 
Indiana Hand-Book, which was _ pub- 
lished in 1891 and was the earliest in- 
surance reference book in this section. 
This new edition is the twenty fourth, 
the book having been published every 
two or three years in the early days. 
The Michigan Hand Book is the rec- 
ognized reference book on insurance in 
the state and as such is valuable to 
agents, companies, field men, general 
agents and ali others interested in in- 
surance in the state. 


Berkshire Wins “Ad” Honors 

Berkshire Life advertising and_ sales 
promotion department won four awards 
in division No, 1 at the Life Advertisers 
Association conventio nrecently at Old 
Point Comfort, Va.: First place on sales 
promotion plans and, material. First 
place on direct mail plans and facilities. 
First place on monthly publications to 
agents. Second place on weekly pub- 
lications to agents. On the basis of! 
most points scored the silver sweep- 





stake trophy was awarded. 
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ok of ERNEST L, ROBERTS 

d this 

WRITER, Extending its operations into the deep 
© data south, the Occidental Life of Califor- 


0 date Me nia announces the appointment of Ern- 








terest. est L. Roberts as district manager at 
' New Orleans, in charge of development 
nplete Je throughout Louisiana and Arkansas, Re- 
c signing as Minnesota Mutual general 
,» Cas: cigs 
recip. Ae agent at Dallas, Mr. Roberts will move 
hy to New Orleans immediately, 
which A native of Baton Rouge, Mr. Rob- 
ta on TR? certs has spent much of his life in New 
flicers HR Orleans, where in 1927 he started his 
dress, HR insurance career as agent for the Mis- 
ically HR) souri State Life. In 1931 Mr, Roberts 
iplete ' became vice-president in charge of or- 
(te in Be dinary agencies for the American Na- 
uncial tional of Texas. He produced in his 
tives, first year more than $17,000 of life, group 
n of and accident and health premiums, be- 
I the came so quickly expert in training and 
¢ life Be agency development that he was ap- 
Ipha- y pointed assistant manager. Despite ex- 
© ecutive duties, he continued his high 
clude BR personal production for the next two 
the a years, caught the eye of his home of- 
com- [fice and was sent to St. Louis as an 
‘ther [assistant agency vice-president in charge 
case Of branch offices in the middle west. 
for The Occidental likewise last month 
for |e entered the southern Ohio field with the 
ars: appointment of the Commercial Insur- 
fire ance Agency, Inc., as general agent in 
we Cincinnati and the Kissell Insurance 
© Agency as general agent in Springfield. 
vhat 4 
na- 4 — 
b 7 . . 
ii © Woodmen Circle Institute 
ust: B Is Held in Omaha 
of a 


in & Some 2,000 field workers and mem 


hed bers of the Woodmen Circle from all 
the parts of the United States attended the 
ub- — first national institute held in Omaha for 
ine [i four days. Mrs. Dora Alexander Tal- 
on, ley, national head, met a special train 
‘th, which brought a delegation of 450 
ery / women from Texas, Oklahoma and 
: © Arkansas. 
ec- A parade of 60 drill teams was held. 
in HB Mrs. Talley introduced local and state 
to BM dignitaries at the institute session. 
ral | Among those on the program were 
in- Mrs, R. L. Cochran, who brought greet- 
ings from the governor; Mayor Butler, 
Vv. D. Lane, president Chamber of 
| Commerce; D, EF. Bradshaw, president 
©» Woodmen of the World, Omaha, and 
os fe J.T. Yates, only living founder of the 
is ff Woodmen Circle, 
rs Miss Bessie Dolan, San Antonio, 


id Tex., was crowned queen of the pageant 
25 Story and Glory of Woodmen Circle,” 
t+ /e Written by Mrs, Jeannie Willard, na- 
; [— [onal vice-president. She won the honor 
of for making the outstanding record of all 

| State managers in a nationwide member- 
ship campaign. 





Kind to Yourself by Vash Young 


: Be 
: Order from National Underwriter 


$1.50, 





Cues al Neve Section 
Chairmen Are Presented 


High lights in the careers of the chair- 
men of the various sections of the Amer- 
ican Life Convention are of interest, 
A, B, Cunningham, vice-president and 
treasurer Montana Life, who was act- 
ing chairman Financial Section this year 
owing to the death of J, E, MePherson 
of the Business Men's Assurance, was 
chosen chairman. He is a son of the 
late H, R, Cunningham, who was pres- 
ident of the Montana Life, was a for- 
mer Montana insurance commissioner 
and served as president of the Ameri- 
can Life Convention, Alex B, was born 
in Montana in 1910 and graduated from 
the University of Montana in 1982, 
He went into the field at once as an 
agent for that company and later was 
taken into the home office as assist- 
ant to the treasurer, In February, 1933, 
he was elected assistant treasurer and 
in November became treasurer, He was 
chosen a director in 1932 and took his 
present post in February this year, 

Robert A, Adams, who becomes chair- 
man of the Legal Section, is general 
counsel American United Life of Indi- 
anapolis, He is a native of Columbia 
City, Ind., where he was born Aug, 11, 


1891, He was educated at Washington 
& Jefferson College and took his law 
course at the Harvard law school, He 


is a member of the legal firm of Denny 
Adams, 


Started with Canada Life 


H. W. Manning, who heads the 
Agency Section, is assistant to the gen 
eral manager Great-West Life of Win- 
nipeg. He is a graduate of the Univer- 
sity of Toronto, being in the class of 
1912. He entered life insurance at once 
in the home office of Canada Life. A 
year later he went with North American 
Life of Canada as advertising manager, 
In 1919 he became manager of its To- 
ronto branch, He was appointed assist 
ant superintendent of agencies by North 
American Life in 1924, He then shifted 
to Home Life of New York in 1929, be 
coming agency superintendent, and was 
appointed to his present post in 1931, 

FF, M. Nettleship, secretary of agen- 
cies Equitable Life of Washington, 
D. C., who was reelected chairman of 
the Industrial Section, started with the 
company as agent and later became as 
sistant superintendent, He left the 
Equitable to go with the Pennsylvania 
Mutual, becoming general superintend 
ent, Later he was appointed division 
manager Viureka-Maryland Assurance 
of Baltimore, He returned to Washing 
ton and became agency manager of 
Equitable of lowa for the District of 
Columbia, He then returned to Mquit 
able of Washington and took his present 
position, 


“Non-Profit” Operators on Trial 
Seventeen officers of so-called mutual 
and non-profit concerns with headquar 
ters in various parts of the south went 
on trial in the federal court at Shreve 
port, La. charged with using the mails 
to defraud, The government contends 
that these operators sold insurance to 
old people and then denied liability on 
the ground that the “insured” were not 
in good health when policies were is 
sued or that the societies lacked funds, 


F. H. Lewis Is Feted 

The agency and office staff of the 
’ H. Lewis agency of the Massachus 
etts Mutual in northern New Jersey 
tendered him a testimonial dinner in 
honor of his 40th anniversary with the 
company, Don Spence was toastmaster 
and C, W. Crooks, who has been with 
the agency more than 20 years, pre 
sented on behalf of the agency and of- 
fice staff a silver trimmed plaque suit- 
ably inscribed, Vice-president Henry 
Loch and Wrayburn Benton fi yecrttary 
of agencies, represented the home office, 

Mr. Lewis started in 1897 in the home 


LIFE INSURANCE 





office as a policy writer, where he re- 
mained for about one year when he | 
was transferred to Jersey City a8 cash-! 


EDITION 





en 


ier of that agency, About a year later 
he was promoted to general agent, re- 
maining in Jersey City until 1916, when 
he was sent to Newark, N, J,, aa general 
agent for the northern New Jersey ter- 
ritory, 


. 
Mortality Table Committee 
The two life company representatives 
on the newly appointed commissioners 
committee to ponder the need for a new 


mortality table are representing the 
Actuarial Society of America and 
American Institute of Actuaries, upon 


nomination by those organizations, John 
I’, Thompson, vice-president Mutual 
Benefit, represents the Actuarial So 
ciety, and Charles A, Taylor, actuary 
Life of Virginia, represents the insti 
tute, 

The other members of the committee 
are: Russell O, Hooker, actuary Con- 
necticut department; A, N, Guertin, 
actuary New Jersey department, who is 
chairman; Charles Hughes, chief of 
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audit bureau New York department; 
Lloyd Thomason, principal actuary Indi 
ana; BE, EB, Huston, actuary Washington 
department, 


Quackenbush With Mutual Trust 


The Mutual Trust Life has appointed 
Hlarry uackenbush aa general agent 
Yor southeastern Minnesota, covering 
six counties, with headquarters at Roch- 
ester, He has been in the life inaur 
ance business for eleven years, tle waa 
formerly district manager at Rochester 
for the Equitable Society 


T. M, Riehle, manager quitable So 


'eclety in New York City and immediate 


past president Natianal Association of 
Life Underwriters, reuwned from Hu 
rope Oct, 18 on the Queen Mary, alter 
visiting the Azores, Lisbon, Gibraltar, 
Algeria, Palermo, Naples, Patras, Ra 
gusa, Venice and the Paris International 
Iexposition, 








THAT 


COZY HOME 


across the street once existed only in dreams, 


Someone had the ambition and foresight 


to make it a reality, Someone put 


time, thought and money into ite con- 


struction, 


If ite owner dies, will hie widow be able 


to keep it? 


Tell home-owners the anawer. 
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Prospecting Is Foundation, 
Henry North Declares 


Vice-president of Metropolitan 
Life Addresses San Francisco 
and East Bay Underwriters 


—_—_——-. 


SAN FRANCISCO—If a man does 
not know how to prospect there is lit- 
tle chance of his being successful in 
life ingurance for “prospecting is the 
base, upon which the foundation of suc- 
cess is built,’ according to Henry E. 
North, vice-president of the Metropol- 
itan Life in charge of the Pacific Coast. 
He addressed approximately 300 life 
men of the San Francisco and East Bay 
life underwriters associations. 

Mr. North likened the preparation for 
life insurance selling to that of the pro- 
fessional man, especially the medical 
doctor, because “analysis and ability to 
prescribe are very important.” 

“Whatever you may think of stand- 
ardized or ‘canned’ talks,” said Mr. 
North, “give me the man who knows 
what he is going to say, when he is go- 
ing to say it, and how. He will beat the 
tar out of the fellow who has to flounder 
at every attack. 

“Whether or not you use the talks 
supplied by your company, be sure you 
know the fundamentals of a canvass, 
and have in it ideas that will create in- 
terest, promote desire and get action. 
And make sure these ideas work toward 
a close. If they do not, your sale won’t 
come along in the way you want it to.” 


Objections Are Discussed 


After discussing objections, Mr. North 
took up the “close,” saying in part: 

“T want to give you a little hint about 
closing. Never ask a man for his ab- 
solute consent. Never say, ‘Do you 
want this insurance?’ Don’t do that, be- 
cause the average man has a ‘no’ in the 
back of his mind. I am sure you all 
have had it said to you many times, 
just when you thought you had the case 
all worked out, ‘Listen, Mr. Smith, you 
can’t force me into it. It won’t do you 
any good to talk any more today.” 

“That ‘no’ is something you have to 
get around in the course of the can- 
vass, without letting the man ‘lose face’ 
as the Orientals say. In the Orient if 
a man is going to do a thing and doesn’t 
do it, he ‘loses face’; he loses caste. A 
great many of our own people look at 
it in the same way. They don’t want to 
change their minds. They are afraid 
they will ‘lose face.’” 


Improving Selling Methods 


Mr. North then gave a few specific 
examples of meeting the issue and 
then came to the individual agent. 

“If you are going to improve the 
methods of selling life insurance, and if 
you are going to improve yourself, you 
must be able to analyze yourself as well 
as your work,” said Mr. North. “What 
is your personality? Is it the type that 
appeals to people? Do you pay much at- 
tention to it? Do you watch your health, 
or do you keep late hours and expect 
that you will have a clear brain the 
next day? Are you anxious always to 
please people? All these things have a 
very important bearing on the selling of 
life insurance. It is not enough to wear 
a clean collar and have your face and 
hands clean; you must have a person- 
ality that other men will like. Unless 
you have a pleasing personality, people 
will not be willing to listen and you 
will not have the opportunity of pre- 
senting your product. 

“After personality, a man must have 
a knowledge of his business. He must 
have a real understanding of the prop- 
Osition he is going to present to his 
prospect. That is, he must understand 
the needs of his prospect and how to 
analvze these needs. He must know 
. his business so that he can explain it 
correctly and simply. That means you 
must simplify your vocabulary so that 
you will not be using insurance terms 
and expect the public to understand 
them.” 








Reading the Log Book 





A. J. McANDLESS 


Two officials of the Lincoln National 
Life appeared before the Agency Sec- 
tion, whose subjects were taken from 
seamanship. A. J. McAndless, execu- 
tive vice-president, and C. F. Cross, 


Cc. F. CROSS 


vice-president of the Lincoln National, 
did a brother act. This feature was 
given at the annual meeting of the 
American Life Convention held in 
Chicago. 








McCormack Wants Stricter 


Tennessee Licensing Law 


CHATTANOOGA — Commissioner 
McCormack of Tennessee, in addressing 
the annual meeting here of the Tennes- 
see Association of Insurance Agents, 
said the department has been more 
lenient in the granting of licenses to 
part time life insurance agents than to 
part time fire and casualty agents. The 
department’s attitude is affected by the 
difference in the statutes governing the 
licensing of the different types of agents. 
The general tone of the life insurance 
section is not as strict as that of the fire 
and casualty agents section, he said. 

Although fire and casualty agents are 
confined to a resident basis, life agents 
are not necessarily limited to residents 
in Tennessee. He expressed the belief 
the resident restriction should apply to 
life as well. It might be possible to 
invoke the retaliatory law in this con- 
nection, he said. For instance, if a cer- 
tain state refuses to license a resident 
of Tennessee for life, health and acci- 
dent, the Tennessee department, accord- 
ing to Mr. McCormack, would have the 
right to refuse to grant a license to a 
non-resident agent of such state. 

Another ruling that the departments 
might be justified in making, he said, 
would be that the business sold by a 
non-resident agent should be reported 
by the home office as Tennessee busi- 
ness. 

(Mr. McCormack called attention to 
the provision in the certificates of indus- 
trial agents limiting the ordinary insur- 
ance they may write to not exceeding 
$500 in premiums per year. An indus- 
trial agent who writes in excess of that 
amount, must have his license extended 
and pay the privilege tax required of 
an agent writing ordinary. 

Mr. McCormack dealt with the mat- 
ter of non-admitted insurance. He said 
the public must be educated not to deal 
with non-admitted companies and. to 
require the agent who solicits their 
business to show a certificate of au- 
thority for the underwriting company. 
Most mail order companies that fail to 
qualify in Tennessee are not worthy of 
confidence, he said. 


H. S. Winn who recently resigned as 
general agent at Roanoke, Va., for New 
England Mutual, was guest of honor at 
a dinner in his city at which he was 
presented with a traveling bag. 











RECORDS 


Mutual Life of New York—Produc- 
tion for the first nine months $196,893,- 
189 as against $178,746,319 for the same 
period in 1936. 

Connecticut Mutual — Forty-four 
agencies show an increase over their 
production figures for the correspond- 
ing nine months of 1936. Having a gain 
in insurance in force for September of 
$2,353,166, total gain for year is $29,- 
913,607. Total in force is $969,875,816. 
Paid-for business during September 
amounted to $6,320,567. The total for 
the year is $70,037,805, increase of 8.4 
percent. 

Ohio National—Oct. 2 was the birth- 
day of President T. W. Appleby. Ina 
three day campaign, agents wrote 625 
applications for $1,259,000, a record for 
any similar three days. October is 
president’s month. September was the 
seventh consecutive plus month. 

Equitable of Iowa—A gain of 51.3 per- 
cent in volume in September, as com- 
pared with the same month in 1936 is 
recorded. Total sales of life insurance 
and annuities were $6,538,380, increase 
$2,218,173. This was the third largest 
September in history. 

The cumulative gain for 1937 is $5,- 
600,290, or 13.2 percent. The gain in 
insurance in force for the first nine 
months totals $12,844,122. 

G. W. Randall of Williamsport, Pa., 
led all producers for September with 
$76,000. Mr. Randall, who is the lead- 
ing producer for 1937, has paid for about 
$1,200,000 since Jan. 1. 

Franklin Life—New paid business for 
September was 59 percent greater than 
last year. Paid new business for the 
first nine months increased 14.7 percent. 

Fidelity Mutual Life—For first nine 
months new paid insurance increased 
$20,303,000, a gain of 8.28 percent. In- 
surance in force increased to $362,484,- 
000. The net amount of insurance ter- 
minated was 14.7 percent less. 

Jefferson Standard Life—A gain of 
$15,500,000 was made in insurance in 
force in the first nine months, bringing 
the total to $363,000,000. New business 
for the period totals $38,000,000, increase 
9 percent over the same period of last 
year. Lapses were $1,500,000 less than 
for the first nine months of last year. 

The company is conducting a deter- 








mined drive to reach a new high may, 
in insurance in force. On the basis ¢ 
the first nine months accomplishmey, 
there is every indication that the goj 
of $371,000,000 will be reached. 
Plans are under way for the anny 
production campaign in honor of Prey. 
dent Julian Price, whose birthday occyp, 
Nov. 25. A new policy contract on th 
optional retirement income, participa, 
ing plan, to be called the Presideng, 
Special, will be offered Nov. 1. 
Great American, San Antonio—Sq. 
tember was Strickland month honor 
Senator J. J. Strickland, chairman ¢ 
the board. New business written wa 
$1,139,000, giving the company the beg 
production for any one month in j 
history. : 


Toledo Meeting Held | 


The Toledo general agency of { 
Union Central Life held an all-day 
congress with the following home 
officials present: R. S. Rust, secretary 
Dr. W. O. Pauli, assistant medical: 
rector, and H. P. Winter, assistant su 
perintendent of agencies. C. M. Sullivan 
is manager at Toledo. 


Minninger Talks in New York 


F. M. Minninger, Jr., manager of the 
Newark, ‘N. J., office of the Connecticut 
General Life, and secretary and trea 
urer of the Life Insurance Generd® 
Agents & Managers Association of 
Northern New Jersey, was the guet®™ 


speaker at the agency meeting of th® 4: 


Larkin office in New York City for thf” 
company on Monday. His topic waf- 
“Romance in Records.” 


Canada Life Production Campaign} 

Thirty-one branches of the Canatp_ 
Life in Canada, the United Statep 
Hawaii and Newfoundland are engag-) 
ing in a two months’ production contest} 
which began Oct. 4. In this, the com 
pany’s 90th year, it is particularly ap) 


priate that the theme should be a his. Pv. 


torical cavalcade through 90 eventful) 7 
years of history with the Canada Life} 
Score charts, bulletins and other cam-F > 
paign equipment carry out the historical J 
keynote. 


PERSONALS 


Henry W. Maull, Newark, N. J., wil 
celebrate his forty-fifth anniversary 0 











service with the Equitable Society fF . 


Nov. 1. He has been in Newark all of 
his life with the company and has beet 
general agent since November, 1911. In 
recognition of his long service, the et 
tire agency force is making a drive for 
new production with the slogan “For 7 
Maull.” 


Mrs. Bonnie J. Shepherd, wife oF 
Bruce E. Shepherd, actuary of the Lit F 
Presidents Association, died at the Post 
Graduate hospital, New York City, afte F 
a brief illness. In addition to her hus F 
band, Mrs. Shepherd is survived by *— 
son and a daughter, by her mother, Mrs 
Hattie Wilson of Charlestown, Ind., até 
by two brothers, Joseph and William 
Wilson. Mrs. Shepherd was born ™ 
St. Louis. She and Mr. Shepherd wert 
married in 1925. 


W. A. Carter, general agent Pent 
Mutual Life, Salt Lake City, w® 
stricken with a heart attack and is - 
fined to the Holy Cross hospital in Salt 
Lake City. Mr. Carter is a director ct 
the Salt Lake City chamber of com 
merce, president of the Salt Lake Cou: 
try Club and national committeeman ol 


the Salt Lake Life Underwriters Ass” 


ciation. 


Percy H. Evans, vice-president an 
actuary Northwestern Mutual Life, has 
been nominated for the vacancy in “ 
American section of the permanem 


committee for international congress 


of actuaries caused by the death he 
Henry Moir, chairman ~ United States 
Life finance committee. 
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E. D. MILLEA 
President International Claim Association 


/ E.D. Millea of the Equitable Life of 
"New York head office, assistant chief 
disability claim division, who is the new 
‘president of the International Claim 
' Association, has called a meeting of the 
executive committee in his office. R. V. 
Hatcher, secretary of the Atlantic Life 
















Ampalgiy of Richmond, is chairman of the com- 
e Canade mittee. This meeting will be held the 
d  State,f same day as that of the Eastern Claim 
re engag-| Conference at the Hotel New Yorker 
on contest? the middle of November. Plans for the 
the com- year will be discussed as well as the 
ularly ap-f location for the 1938 convention. The 
be a his-f various committees will be appointed 
) eventful) > and promulgated in due season. 
vada Life. 
ther cam: ; f 

New Indications 





historical i 
| of Far-Reaching 
: Option Changes 





CTE ES, 
: i (CONTINUED FROM PAGE 1) 
_ would make it more difficult to get new 





J. J., willie Wo 
aon | policyholders among whom to spread 
ociety otf the burden, the whole process tending 
ark all off ™ the direction of the vicious circle of 
has been i the old assessment outfits. 
1911. nf While the problem of a guaranteed 
“the en: | ‘ate of interest could easily be settled by 
drive fof S!™mply removing the guarantees and 
ran “Forf Substituting a provision that interest 
: _ would be paid as earned, the other op- 
_— tions, notably the life income options, 
wife off present certain difficulties For one 
the Life thing, regular authorities have not 
the Post F proven receptive to the idea of making 
‘ity, after fF the annuity option merely give the bene- 


her hus fF ficiary the option of buying an annuity 


ed by 4 at net rates prevailing at the time the 
her, Mrs BF choice is made. However, several com- 
Ind., and Panies are now using participating an- 
Willian B nuities and undoubtedly something of 
born it the same sort could be worked out for 
erd were ; the annuity option under life contracts, 
— on an even more conservative 
interest assumption than is the case 
"a ee | with straight annuities. 
: Sal | Switching Options a Problem 
in 9 © ‘ 
-ector cl A particular problem with the annu- 
of com: option is the practice of beneficiaries 
-e Coun: to change from an interest only option 


eman of fe ' a life income option as they reach 
rs Asso: the time in life where the annuity rate 
_ 2€gins to show a much more favorable 
| Mcome for each $1,000 of principal. The 


ent ani choice of being able to switch to the 
ife, has annuity option in this way leaves the 
y in the » Toad open to a considerable degree of 
rmanent B) adverse selection, since obviously only 


ngressts FF) beneficiaries who are in good health and 

fairly certain of living a long time will 
h °ose to make the switch. On the other 
and, it is quite likely that where the 










choice is made by the policyholder who 
designates the annuity option for his 
beneficiary the mortality experience 
would be more favorable to the com- 
pany than in a case of straight annui- 
ties. 


O’Malley Ousted 
As Superintendent 


(CONTINUED FROM PAGE 1) 


came the day after Gov. Stark told the 
press he would not remove Mr. O’Mal- 
ley because of personalities in connec- 
tion with the rate litigation. Mr. Rob- 
ertson served as deputy superintendent 
from 1933 until Sept. 19, 1936. Mr. Rob- 
ertson’s comment at that time was: 
“There is apparently a difference in pol- 
icy between O’Malley and myself in this 
department.” 

For several years Mr. Robertson was 
in the insurance business at Marshall 
and out of Kansas City. In recent 
months he has been a director of a bank 
in Columbia. 


C.L.U. NEWS 


PLAN MANAGEMENT CLASS 


A Los Angeles C. L. U. group includ- 
ing R. L. Altick, F. W. Forker and Jack 
White is initiating the organization of 
a study class in agency management 
for C. L. U. members who are inter- 
ested in that phase, in preparation for 
the agency management examinations 
to be held next June by the American 
College. 

The Los Angeles C. L. U. chapter 
has organized a speakers bureau with 
a list of 19 men who are willing to 
address local agency meetings in south- 
ern California. Their object is to serve 
the business, develop goodwill and 
recognition toward the C. L. U. move- 
ment, and to enlarge the organization’s 
membership. 




















FORM BOSTON STUDY GROUP 


Agents of the Columbian National 
Life in Boston formed a group study 
course to prepare for the C. L. U. ex- 
aminations. Two members of the home 
office agency department, W. R. Beards- 
lee and L. L. Howard, who have the 
C. L. U. designation, are in charge of 
instruction. Courses for parts I and II 
are being given this year. 





TWIN CITY ELECTION 


M. N. Meyer of the Guardian Life, 
St. Paul, is elected president of the 
Twin City C. L. U. John F. Adams, 
Northwestern National Life, Minneap- 
olis, was named vice-president, and 
Dean H. Field, Prudential, Minneapolis, 
secretary-treasurer. Diplomas attesting 
to successful completion of the course 
of study leading to the C. L. U. degree 
were awarded to Ed. L. Pickhardt, gen- 
eral agent Connecticut Mutual, and G. 
A. Specht, Bankers Life, both of Min- 
neapolis. 





SPENCER IN PITTSBURGH 


PITTSBURGH—The opening meet- 
ing of the Pittsburgh C. L. U. chapter 
for the 1937-38 season was held Mon- 
day. Lisle A. Spencer, Equitable So- 
ciety, Youngstown, O., a million dollar 
producer, spoke on “Today’s Market.” 
According to Mr. Spencer the outstand- 
ing change in the market of today is the 
fact that the public is demanding a 
higher type of service from the life un- 
derwriter. The market can be divided 
roughly into four groups, namely, (1) 
mass coverage or group and industrial 
insurance, (2) the annuity field, (3) life 
insurance generally, (4) a fundamental 
plan of living for people who want one 
or all of three things—an estate when 
they die, a place ta get money in an 
a an income when they are 
of. 


Union Central’s Part in ’37 
Flood Set Forth in New Book 





A, handsome, well illustrated, 52-page 
book has been issued by the Union Cen- 
tral Life commemorating its activities in 
the 1937 flood when the Ohio river at 
Cincinnati reached the unprecedented 
stage of 79.99 feet. The edition is lim- 
ited to 1,000 copies; each is numbered 
and signed personally by President W. 
Howard Cox. 

All facilities at the home office build- 
ing of Union Central were turned over 
to the Red Cross and the building be- 
came a center for the distribution of 
relief to families who were driven from 
their homes by the high water. Part of 
the annex was used as a dormitory for 
boatmen and national guardsmen. 

The book is a tribute to those of the 
home office staff who volunteered for 
relief duty, ta the building maintenance 
crew who labored to keep the essential 
services in operation throughout the 
crisis, and the home office staff which 
carried on from a Columbus hotel in 
order to pravide needed facilities for re- 
lief agencies headquartered in the home 
office and to insure the continued opera- 
tion of company activities. On Jan. 30, 
the workers in Columbus celebrated the 
70th anniversary of the company by is- 





suing $1,500,000 new business. Pay- 
ments to policyholders and agency mat- 
ters were handled promptly. 

Despite the inability of the company 
to issue policies in the latter part of 
January, applications reached $16,297,- 
543 for the month with $11,774,225 paid 
for. 

Names of the company’s staff who 
participated in solving the problems cre- 
ated in the crisis and facsimiles of let- 
ters from the city of Cincinnati and the 
Red Cross in appreciation of the Union 
Central’s contribution during the flood 
are given. 

President Cox has this message: 

“I can’t believe that floods and de- 
pressions and earthquakes, and all their 
numerous kin, are visited upon us with- 
out a divine purpose. I like to think 
of God as the chief chemist of the uni- 
verse, at work in his laboratory, the re- 
agents on his shelves are floods, quakes, 
plagues, depressions, wars. The subjects 
tested are nations, communities and in- 
dividuals. In the revealing confinement 
of the test tube, the effect of each test- 
ing drop is disclosed. 

“The great flood of 1937 was such a 
reagent in the lives of men and women. 
Its tests revealed the priceless elements 
of courage, resourcefulness, loyalty— 
qualities which are essential ingredients 
in the composition of the Union Central 
family.” 
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A Good Company to Know 


The Great-West Life Assurance Company is one of the largest Life 
Insurance institutions on the continent, having reached that posi- 
tion in 45 years of service to an ever-increasing body of policyholders 


and their dependents. 


Its finances are proverbially sound; its 


policies are attractive—a policy for every person and purpose— 


and its reputation second to none. 


‘GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE <- 


INSURANCE IN FORCE- - 


WINNIPEG, CANADA 


$150,005, 674 
$575,844,591 
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Epirrorrat Comment 








President Lincoln’s Comment on “‘Assets’’ 


UnpbouBTEDLY a number of those attend- 
ing the annual meeting of the AMERICAN 
LirE CONVENTION were disappointed when 
President’ Leroy A. Lrncotn of the MEt- 
ROPOLITAN Lire treated his subject, “As- 
sets,” €rom the idealistic standpoint in a 
way rather than from the intensely prac- 
tical. A number of executives expected 
Mr. Lincotn to deal with investments 
and make observations as to the character 
and desirability of different securities that 
companies could purchase. 

_. However, he went behind the annual 
financial statement. President LiNcoLn 
realizes that however attractive a port- 
folio may seem there may be a grave 
weakness in the management. Therefore 
instead of dealing with tangibles, he 
touched on the intangibles. He stressed 
most of all the value of character in the 
management of a life insurance company 
and he counted that its paramount asset. 


We all realize that when a company 
whose management appreciates its respon- 
sibility to policyholders and counts that 
the funds it is administering are not pri- 
vate but fiduciary, then the trusteeship in 
life insurance is attained. The diversions 
from the straight and narrow way in life 
insurance management have been due to 
lack of character on the part of the men 
in charge. 

While Mr. Linco.tn’s comment on vari- 
ous forms of investments would have been 
particularly interesting and helpful, yet he 
emphasized that very potent and necessary 
factor, the fiduciary relationship and trus- 
teeship in life insurance. Back of every 
company stands the management. There 
should be a definite policy in its relation- 
ship to the funds in its charge. Does it 
appreciate that trusteeship? That in our 
opinion is the vital and all important ques- 
tion. 


As Presiding Officer, None Is Better 


Ir 1s very gratifying to the friends of 
President Gerarp S. Notien of the BANK- 
ERS LiFe of Iowa to know that he will 
preside over the deliberations of the As- 
SOCIATION OF LiFE INSURANCE PRESIDENTS 
at its annual meeting in December. He 
is a man of superior mental mold and ca- 
pacity. His public utterances and his con- 
tributions to the literature of life insur- 
ance, economics and business have all been 
invigorating, analytical and profound. 
There is no executive in the west whose 
platform presence surpasses that of Mr. 
NOLLeEN. 

Those who attended the meeting of the 


Scrapping the Interest 


FurTHER changes in settlement options 
appear to be on the way, principally in 
the direction of avoiding guaranties as 
to what interest rates will be for any- 
where up to 100 years into the future. 
Since companies obviously cannot long 
continue a process of paying out more 
than they take in there is sound sense 
behind the present discussions. The sole 
safeguard of the settlement option guar- 
anty is a sufficiently conservative in- 
terest rate to permit a margin for over- 
head even in case of interest rates going 
as low as they are now or even lower. 
As world conditions become increas- 
ingly complex, the wisdom of trying to 
fix a safe interest rate for an ironclad 
guaranty extending possibly for several 
generations into the future becomes cor- 
respondingly doubtful. 

If settlement options were continuing 


presidents association two years ago will 
recall that very pleasant and inspiring oc- 
casion when his brother, HENry S. Not- 
LEN, president of the EguitasLe Lire of 
Iowa, presided over the same organization 
and Gerarp S. had just been elected presi- 
dent of the AMERICAN LIFE CONVENTION. 
The younger brother brought greetings to 
the presidents’ body. The interplay be- 
tween the two brothers was witty and yet 
had an emotional tinge. Grrarp NoLLen 
on that occasion made a vivid impression 
on those who heard him. His address at 
the forthcoming presidents’ meeting, we 
predict, will be another classic. 


Guaranty Provision 


in the same ratio as some years ago, the 
traditional interest rate guaranty could 
be retained with the assurance that even 
if interest rates dropped practically to 
zero the guaranty could be made good 
by an increase in insurance costs which 
would not be unduly burdensome. With 
settlement options growing at their 
present rate and with every indication 
in the direction of further growth, it 
becomes essential that such spread does 
not carry with it the possibility of be- 
coming onerous to life policyholders 
who would have to bear the cost if the 
interest rate assumption on settlement 
options were too high. 

It is to be hoped that companies will 
move in substantial accord in any action 
on settlement options, particularly a de- 
cision involving so fundamental a con- 
cept as the interest option guaranty. 


Competition by companies not making 
the change, based on their greater liber- 
ality, would bring about an unhealthy 
situation, as the more conservative com- 
panies would either have to question the 
soundness of the judgment of those not 
making the change or else lose business 


until all companies come around to ty 
more conservative view. It would }j 
unfortunate if the public were to » 
the idea that the institution of life j, 
surance is divided on a question inyoh. 
ing fundamental safety to the extey 
that this one does. 








PERSONAL SIDE OF BUSINESS _ 





John J. Steger, assistant general agent 
of the Massachusetts Mutual at St. 
Louis, has resumed his duties after hav- 
ing been absent for more than three 
months as the result of injuries sus- 
tained in an automobile accident. 

Alfred R. Wilson of Waco, Tex., 
president of the Amicable Life, and 
Mrs. Wilson issued invitations to the 
marriage of their daughter, Mary Ran- 
dolph, to Joseph B. Prince, III. The 
wedding took place the evening of Oct. 
20, at St. Paul’s Church in that city. 


C. C. Neslen, Utah insurance commis- 
sioner, performed a marriage ceremony 
in an airplane high above Salt Lake 
City. The commissioner is licensed to 
perform marriage ceremonies by virtue 
of his position as a bishop in the Mor- 
mon church. 


Mrs. Mae Barr Long, deputy insur- 
ance commissioner of California, who 
recently underwent an operation in San 
Francisco, is recovering nicely. It is ex- 
pected she will be removed to her home 
this week. 


F. E. Henry of Ashtabula, O., for 
many years a member of the National 
Association of Life Underwriters execu- 
tive committee, died at his former home 
near that city. He would have cele- 
brated his 78th birthday Oct. 29. His 
death was ascribed to a heart disorder. 
Mr. Henry had represented the National 
Life of Vermont since 1899. He was 
born at North Bristol, O., in 1859, for 
a time being in general business and 
connected with the Pennsylvania rail- 
road, then going into insurance. He 
conducted a general insurance agency 
selling all lines. His son, F. E. Henry, 
Jr., is continuing to operate the agency. 


Miss Alice Conrad D’Olier, sister of 
Executive Vice-president Franklin 
D’Olier of the Prudential died at her 
home in Burlington, N. J., after an ill- 
ness of several years. 


W. F. Goodell, Louisville life insur- 
ance man, has been elected governor of 
Kiwanis International for the Kentucky- 
Tennessee district. 


Dr. Albert E. Awde of Cape Eliza- 
beth, Me., for many years superintend- 
ent of agencies and later medical 
director of the Union Mutual Life, died 
at his home, following several months’ 
illness. Dr. Awde, born in Toronto, was 
graduated from the University of To- 
ronto and received the degree of M.D. 
from Victoria College at the university. 
He practiced medicine in Toronto and 
in New York state for a time, and then, 
becoming interested in the social serv- 
ice rendered by life insurance, entered 
life insurance, becoming manager of the 
Union Mutual for a large section of 





New York. Soon afterwards he was 








made superintendent of agencies ap 
maintained offices in Chicago an 
Denver. 

About a dozen years ago he wa 
called to the home office and made mei. 
ical director, a position he held unt 
his retirement a few years ago. 


Ernest L. Davis, 58, recently retire 
as general agent of the Massachusetts 
Mutual Life for New Hampshire, di 
at a Boston hospital. He was for 4 
years district manager of the Mutw) 
Life of New York and for five years; 
member of the firm of E. L. & K. Vy 
Davis, general agents of the Massachv. 
setts Mutual. His son, Kenneth V, 
Davis, became sole general agent on hi 
father’s retirement last March. 


Dr. F. R. Brown, assistant medic 
director New England Mutual Life, wa 
in Chicago several days this week cor- 
sulting with the Thurman, Meyer aif 
Swanson general agencies on medicd> 
matters. He was en route to the hom 
office after having attended a numbe 
of regional meetings. 


John E. Reilly, president Old Lin 
Life of America, has been elected presi 
dent of the Blue Mound Golf & Cou-F 
try Club, Milwaukee. 3 


Edwin W. Craig, vice-president of they 
National Life & Accident in charge of 
its radio station WSM, was designated 
to select a committee from the mem-— 
bership of the National Association of 
Broadcasters that will attempt complete] 
reorganization of the association at ay 
early date. i 

The new committee head plans toy 
select a competent executive from 
among the important men and depart 
mentalize the association of broadcasters 
as to power and size of radio stations 


Pierre M. West of Detroit, 63, leader 
of the entire agency force of the Mutual 
Benefit Life in consecutive weekly pro- 
duction, was killed in an automobile ac- 
cident near Bay City, Mich., while on 
hunting trip. 

He had been with the Johnston & 
Clark agency of the Mutual Benefit 1 
Detroit nearly 25 years. He was a cot- 
sistently large producer, having paid for 
as much as $1,250,000 in a year, and had 
a consecutive weekly production record 
of more than 22 years. 


Robert R. Bowen, father of Superit- 
tendent of Insurance R. L. Bowen 0 
Ohio, died Saturday at the home of his 
daughter at Willoughby, O. 


J. N. Mertz, manager of the St. Pal 
branch of the Sun Life of Canada, cele: 
brated the 25th anniversary of his joi 
ing the company Oct. 14. A_ banquet 
was held which was attended by all the 
agents and their wives, some of Mr. 
Mertz’ personal friends, several mem 
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ers of the Minneapolis branch. The 
ead office was represented by F. 
acorquodale, superintendent, i and 
reorge T. Bryson, assistant superinten- 
ent, The day of the banquet marked 
e closing of a drive in honor of Mr. 
ertz, which produced more new busi- 
ess than has ever been brought into 
ne office in any one month since he 
ook charge at the beginning of 1936. 
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5S Commissioner Hemenway of Vermont 

—————. fF pas been appointed a trustee of the Uni- 

Se ersity of Vermont by Governor Aiken. 

encies an Fhe commissioner graduated from the 

1CA80 an niversity in 1928. 

ZO he Was 

made mei Mrs. Ruby Kerr of Dallas, secretary 
held untiff}o O. Sam Cummings, president of the 

AZO. Jational Association of Life Under- 





titers, is a veteran association worker 


ntly retireif%nd holds the unusual distinction of 





ssachusetif haying served as secretary to two Na- 
shire, difional association presidents. The late 
was for lif Orville Thorp, president of the National 
the Mutu ¥ssociation 1920-21, employed Mrs. Kerr 


ive years; 

& K. W, 
Massacht. 
enneth VW, 
gent on hij 
*h. 


s his secretary. Later she retired but 
hen her husband became disabled she 
had to return to work and five years ago 
Mr. Cummings employed her as secre- 
ary to handle his association work. 
Since that time she has devoted her full 
ime to association affairs for Mr. Cum- 
mings. Mr. Cummings succeeded Mr. 
“Thorp as Texas general agent for the 
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a numbe i ‘Recruiting Today” New Book 
Assued by Research Bureau 
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The Life Insurance Sales Research 
ureau has sent to its members the first 
'fopies of a new book on a subject which 

s perhaps the one most discussed these 










lent of tht Gays by agency men, “Recruiting To- 
charge of) ay.” It includes a summary of the best 
designated @methods of recruiting new men into the 
the men-[ife business and also goes farther and 






ciation oF 
- complete © 
1on at an 


putlines the principles which make these 
present-day methods successful. The 
bureau has been working for more than 
a year gathering the material for this 




























plans t book. Home office men, general agents 
ive from | and managers in the field have agreed 
d_ depart jor some time that recruiting was a sub- 
adcaster ject on which they wanted more infor- 
. stations ation and guidance. The great em- 
Pyphasis placed on recruiting at the recent 
63, leader f Ymeeting of the managers’ and general 
ie Mutual B Sagents’ section of the National Life 
ekly pro BgUnderwriters Association in Denver was 
1obile ac: man indication of this intense eagerness 
hile on a 3 for authoritative material and opinion. 
inston & 
in ° 
ding Industrial Insurers Date Set 
- paid for The 1938 spring meeting of the In- 
“and had pastsial Insurers Conference will be 
n record @ereld May 6-7-8 in Jacksonville, Fla., it 
W'S announced ‘by Frank P. Samford. Mr. 
ramford, | president Liberty National 
Superia- ue of Birmingham, is chairman of the 
owen of ‘ executive committee. 
1e of his 
si pulff.] COPY AND LAYOUT 
da, cele: MAN 
his joit- 
banquet A life insurance company 


be hs located in New England has 
an opening in its advertising 








1 mem- 

- partment for a man experi- 
i —_ In preparing copy and 
pat ij for leaflets and book- 
Vice-Pres Write giving salary re- 
on, G, © quirements and_ enclosing 
<a samples of work. Our own 
. wd staff knows about this adver- 

tisement. 
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a UNDERWRITER. 
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JAMES 8S. KEMPER, Chicago 


James S. Kemper of Chicago, presi- 
dent Lumbermen’s Mutual Casualty and 
head of a large mutual casualty and fire 
insurance group in the city, brought the 
greetings to the annual meeting of the 
American Life Convention from the 
United States Chamber of Commerce of 
which he is vice-president. In past years 
he served as one of the insurance direc- 
tors. Mr. Kemper is vice-president of 
the General Mutual Life of Van Wert, 
O., which is associated with the Central 
Manufacturers Mutual Fire of that city, 
which Mr. Kemper represents in his 
office. In fact, Mr. Kemper sprang 
from the Central Manufacturers office. 
Mr. Kemper presided over the big 
luncheon of the insurance division of the 
Illinois chamber of commerce Friday, 
when Governor Horner and State In- 
surance Director Palmer spoke, he be- 
ing chairman of the division. 








Occidental Officials 
Visit Davenport to See 
the Guaranty Life People 





A number of the prominent officials 
of the Occidental Life of Los Angeles 
were in Davenport, Ia., last week con- 
ferring with the officials of the Guar- 
anty Life, which it has reinsured, con- 
ducting a convention of the field force 
and also having a conference with the 
office people. The date of the official 
taking over of the Guaranty Life will be 
Nov. 1. Vice-president L. J. Dougherty 
of the.Guaranty Life, who becomes vice- 
president and a director of the Occiden- 
tal, presided at all the meetings. On Fri- 
day evening there was a banquet at 
which were present a number of promi- 
nent business and civic leaders of Dav- 
enport. There was a meeting of the 
office force that afternoon and the field 
agents in the morning. On Saturday 
there was a general get-together gath- 
ering. There were present from the Oc- 
cidental Executive Vice-president D. L. 
Clarke, Vice-president V. H. Jenkins in 
charge of production; Secretary H. J. 
Brace, Agency Secretary R. H. Belknap, 
F. B. Alldredge, superintendent of 
agencies of the accident and health de- 
partment; G. V. Shipley, home office 
representative of the agency department; 
R. D. Crow, manager conservation de- 
partment; C. S. Rathbone, division man- 
ager and Treasurer S. S. Hoskings. 


Plan for L. J. Dougherty 


Vice-president Clarke said that Mr. 
Dougherty would be elected vice-presi- 
dent and director of the Occidental Life 
at a directors meeting in November. He 
set forth to the field men and office 


force the plans evolved for the absorp- 
tion of the Guaranty Life. Mr. Dough- 
erty will have charge of the central west 
and will continue the Guaranty Life 
organization both in the head office and 
field. Mr. Clarke said that the Occi- 
dental selected the Guaranty Life from 
a number of other excellent companies. 
To a large extent the decision, he said, 
was based on the character and reputa- 
tion of Mr. Dougherty. A letter was 





read from President L. M. Giannini of 
the Occidental. 

Deputy Insurance Commissioner 
Maurice Pew of Iowa was present and 
spoke. A. E. Carroll, attorney for the 
Guaranty Life, was one of the. speakers 
at the banquet. 





Sell with settlement option approach. 
Improved slide rule, instructions only 
$1.50. Order from National Underwriter. 
Order from National Underwriter. 
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Modern Life Insurance Since 1845 
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Bacx of the Mutual Benefit man stands a home 
office with a proved ability to cooperate in the draft- 
ing of even minute details of an individual life plan. 
Back of him also stands a record of stability and fair 
dealing—a record of sound protection and liberal 
treatment. The Mutual Benefit has always been 


more liberal than any insurance law required. Of 


Principle of Retroaction, which extends so far as 
possible all new benefits to old policies, making | 


| 

| 

1} 

i| . -* . 

| its own volition the Mutual Benefit pioneered the 
| 

i 

| them in effect as modern as the newest. 
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The Mutual Benefit 


LIFE INSURANCE COMPANY 
Newark, New Jersey 
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OLD LINE LIFE 


may elect . . . assuring the 
financial security and comfort 
of your wife and children be- 
yond your lifetime. The cost of 
this practical, thoughtful pro- 
tection is comfortably within 
your present means. 

At age 32, for insva~ 

need set asi 

day t« 


‘VERY month the postman 

brings another check — 
thanks to the thoughtfulness 
of a husband and father who 
looked ahead . . . And thanks 
to the Salary Extension. Plan 
sponsored by this company. 
This modern plan of life insur- 
ance enables you to continu 
your earnin wer & 
iad Above repro- 
duction from one 


of Tollica’s newspaper ads. 





A Real 
Opportunity 


To build a successful Gen- 
eral Agency, and a method of 
compensation that will inter- 
est you. 

Gan you meet our qualifi- 
cations? 

Openings at 
Grand Rapids and Jackson. Mich- I 
igan; Peoria, Illinois 
Write for particulars. 
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Milwaukee, Wisconsin 
ACCIDENT HEALTH 
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NEWS OF THE COMPANIES 





Territory Has Been Divided 


Sun Life of Montreal Announces a 
Number of Changes and Promotions 
in the Supervisory Staff 


° 


The United States territory of the 
Sun Life of Canada has been divided 
into three divisions with C. H. Heyl ap- 
pointed superintendent of agencies in 
the newly formed central division. Ray 
H. Finger, formerly manager at Seattle, 
becomes superintendent of agencies in 
the western United States division, while 
J. S. Ireland continues as superintendent 
of agencies in the eastern United States 
division, with G. T. Bryson assistant 
superintendent of agencies in the same 
division. 

In the Canadian field, W. G. Mcin- 
tosh, formerly supervisor of agencies of 
the British division, becomes assistant 
superintendent of agencies in the domin- 
ion. 

Malcolm Macaulay, formerly of the 
Oriental division, becomes supervisor of 
agencies in the British division. 

In the western division (including 
South America, British West Indies, 
etc). F. D. Macorquodale becomes su- 
perintendent of agencies, with R. T. 
Black as inspector of agencies in the 
same division. 

The Oriental and eastern divisions, the 
latter including South Africa and India, 
have been merged, with R. C. Grant ap- 
pointed as superintendent, and T. L. 
Overing, formerly resident secretary for 
India, as assistant superintendent. 

In the sales promotion division, Seth 
C. Taylor becomes assistant superin- 
tendent of agencies. 


Royal Highlanders Is Given 
Good Examination Report 


LINCOLN, NEB.—In the opinion of 
the three examiners who have just com- 
pleted an official investigation of the 
Royal Highlanders, recently trans- 
formed from a fraternal to a mutual life 
company, the company is in sound 
financial condition and ably managed. 
The examiners report 7,953 policies rep- 
resenting $9,182,000 insurance in force. 
Gross assets are $4,728,000 and admitted 
assets $4,635,000. It has had to take 
over 51 parcels of mortgaged real estate 
representing a book value of $265,000, 
and owns $2,053,000 of bonds and 
$1,950,000 real estate mortgages, on 
which there have been no defaults. Re- 
serves on policies total $2,308,000, the 
principal items of which are $1,657,000 
“ideal” policy reserves set up on a 3.5 
percent basis, and $650,000 reserved for 
future premium reductions. In addition 
it has special contingency reserves of 

$2,158,000, made up of $1,509,000 unap- 
portioned balance of ideal reserve fund 
balance and $650,000 emergency surplus. 

Insurance Director Smrha has under 
preparation an order directing the dis- 
tribution to policyholders of part of the 
excess surplus of the Royal Highland- 
ers, as asked by attorneys for George 
A. Wiseman, a policyholder. 


Manufacturers Men in Detroit 


A. Kinch, superintendent of U. S. 
agencies of the Manufacturers Life, and 
Allan Broadbent, agency inspector, 
spent several days at the Detroit branch 
conferring with Manager Donald 
Machum. 


Martin Agency Superintendent 

Charles C. Martin has been appointed 
superintendent of agencies for the 
Northern Life of Canada. He was for- 
merly connected with the Great-West 
Life as manager of its Toronto No. 2 
branch. 





Name Field Training Director 


Columbus Mutual Life Names Suc- 
cessful Producer to Develop New 
Men Under Manager Preston 


E. C. Danforth has been named direc- 
tor of field training of the Columbus 
Mutual Life. He will be under the im- 
mediate supervision of James A. Pres- 
ton, sales manager. Although Mr. Dan- 


E. C. DANFORTH 


forth is only 25 years old, he has made 
a very good record with the Columbus 
Mutual Life. During his 17 months as- 
sociation with the company he has writ- 
ten 117 cases for $208,000 and has been 
a member of the President’s Club every 
month. He has been a consecutive pro- 
ducer for 72 weeks. 

Mr. Danforth’s primary responsibili- 
ties will be recruiting of young men as 
agents, training them and giving them 
close field supervision. He will be 
available to establish agencies, for re- 
cruiting and training work. 

The Columbus Mutual is definitely in- 
terested in attracting college graduates 
in order to develop successful producers 
of future executive ability, according to 
Mr. Preston. 


F. W. Cole Succeeds BroSmith 


Hartford Lawyer Is Appointed Gen- 
eral Counsel of Travelers Companies 
—Page Elected Director 


Francis W. Cole has been appointed 
general counsel for the Travelers to suc- 
ceed the late William BroSmith, who 
died Oct. 18. 

Mr. Cole is a native of Hartford and 
has been a prominent attorney in the 
city for 30 years. He was graduated 
from Yale in 1904 and from Harvard 
Law School in 1907. He was admitted 
to the Connecticut bar the same year, 
became associated with the legal firm of 
Robinson & Robinson in 1908, and five 
years later became a member of the firm 
under its present name. The firm has 
represented several Hartford insurance 
companies as general counsel for years. 
He is a member of both the Connecti- 
cut and American Bar Associations and 
was a member of the Connecticut state 
bar examining committee from 1918 to 
1925. 

From 1912-1915 Mr. Cole served the 
city as councilman, and from 1915-1916 
as alderman. He was appointed corpo- 
ration counsel of Hartford in 1916 and 
again in 1929. He was a police com- 
missioner from 1924-1927, has been a 
park commissioner since 1933 and is a 
member of the Hartford flood commis- 
sion appointed last year. 

Mr. Cole is a director of the Hartford 
National Bank and Trust Company and 
Standard Fire of Connecticut which is 
in the Aetna Life group, a trustee of 
the Society for Savings, and vice-presi- 
dent of » Hartford Retreat, a hos- 





pital for the treatment of neuro-psychia- 
tric cases. 

Mr. Cole will continue his connection 
with Robinson, Robinson & Cole in spe- 
cial matters. 

B. A. Page, a veteran accident under- 
writer, and vice-president of the Trav- 
elers, has been elected a director. 


B. A. Page’s Career 


Mr. Page has been a vice-president of 
the Travelers for 25 years and in the 
service of the company for nearly 50. 
His first work was as a clerk in the 
accident ticket department and within 
six years he became head of the audit 
department. In 1901 he was appointed 
assistant secretary of the accident de- 
partment and three years later secretary. 
While holding these positions he trav- 
eled and became widely known in in- 
surance circles. In 1912 he was made a 
vice-president and for many years has 
had charge of the accident and the 
group business. 

G. W. Baker, treasurer of the Trav- 
elers companies, has been elected a 
director of the Connecticut River Bank- 
_ Company, an affiliate of the Trav- 
elers. 

C. D. Rarey, comptroller of the Trav- 
elers, has been elected a director of 
Travelers Bank & Trust Co. 


Prudential Promotions 


Several promotions affecting members 
of the home office personnel have been 
announced by the Prudential. William 
Mitscher, Jr., cashier, has been elected 
assistant treasurer. He will be suc- 
ceeded by H. F. Hosking, promoted 
from assistant cashier. Other appoint- 
ments were: R. S. Bertrand, manager 
treasurer’s department, to supervisor; 
A. P. Hubschmitt, manager bookkeep- 
ing department, to supervisor; J. B. 
Todd, assistant manager, to manager 
treasurer’s department; William Pearce, 
assistant manager, promoted to man- 
ager bookkeeping. Mr. Todd will be 
succeeded by J. J. Karosen. J. E. Laurie 
is appointed supervisor in the comp- 
troller’s organization. 


American National Expands 


The American National has opened a 
district office in Orlando, its third office 
in Florida. W. A. Magee is in charge. 
The manager will be announced at a 
later date. 





New Director 





JAMES R. FARNEY 


James R. Farney of Kansas City has 
been elected a director of the Ohio Na- 
tional Life. He has been director of 
agencies of the western division of Ohio 
National since 1933, and he continues 
in that capacity. 

Prior to his connection with Ohio 
National, Mr. Farney was first vice- 
president and agency director of Bank- 
ers Reserve Life. That company was 
merged with Ohio National in 1933. 

Long prominent in life insurance 
circles, Mr. Farney is well known in 
the business. 


duction. 











CHICAGO 


MANAGERS, SUPERVISORS MEET 


The general agents and manager; § 
vision of the Chicago Association , 
Life Underwriters was host at a ding 
party to the Life Agency Supervis 
of that city. This is an annual get, 
gether. The annual meeting of 4 
supervisors group will be held Noy. ; 
B. H. Groves, assistant manager Ty 
elers, is president. The supervisors y 
reciprocate Dec. 9 with a dinner par 
for the general agents and manage 
division. 





GAINS TWO BIG PRODUCERS 


The Paul W. Cook general agency, 
the Mutual Benefit in Chicago } 
added two outstanding producers. Th 
are Sam B. Fleager, a general bro 
formerly associated with the Contin 
tal Casualty’s Insurance Exchag 
branch in Chicago, and William Stig 
ney, a “millionaire” formerly connect 
with the McMillen general  ageny 
Northwestern Mutual, in New Yo 
Mr. Fleager is a former general age 
Pacific Mutual in Chicago, havi 
started the non-cancellable disability é 
vision there. He has brokered busing 
with the Mutual Benefit for 15 yea 
and now will concentrate on life pr 


business since 1928 at Milwaukee a 
New York. The Chicago agencies: 
the Mutual Benefit are having the 

gest month since 1930 in October. Bruy 


Parsons is general agent of the oth) @ 


office. 


BRANCH IN SIXTH PLACE 


The Chicago branch of the Fidelity 
Mutual Life under Manager J. H. Bre 


nan stands sixth among all the agenci 


in paid volume. Mr. Brennan has bew 


connected with the Fidelity Mutual fe 
13 years, until the middle of July, 1%) 


being an agent, then becoming genet 
agent in Chicago. He started with o 
man and now has 14. 


HAS SALARIED AGENT PLAN 


A salaried agents’ plan has been # — 
effect in the H. A. Zischke agency @)- 
the Union Central in Chicago for sont 


time. 


Mr. Stickney has been in ti” 


Several agents have been # 


pointed in this experiment and the offic)” 


is taking agents on this basis at the raj 


of about one a month. The agent stat} 


on a modest salary which varies depeiy 


ing on his living needs and ability. Tl 
agents are carefully selected, being # 


the age range 28-45 and_preferally 


married. They are given an_ intensij 
training course and then sent out tos 
under close supervision. The theory! 
that relieving the agent of the strain@ 
financial worries will let him concentrt 


on his business and the close sup) 


vision will see to it that he works4 
the job. The agent is much mo 
closely controlled than 


the avery” 


agent, being required to take orders 


to working hours, selling metliods, ¢ 
and to report daily on all calls. 1 
experiment is being watched with gt 
interest by officials. 


CENTRAL LIFE IN NEW OFFICE 


The Central Life of Chicago 
moved to its new home office buildit 
which it has acquired at 211 We 
Wacker Drive in Chicago, it occupyilf 
the 17th and 18th floors. President 
fred MacArthur 
whereby the Marshall Field estat 
which owned the West Wacker Dnt 
property, familiarly known 4s 
“Daily Times” building, took the 
tral Life building at 720 North Michie 
avenue. The Central Life, it is ackno 
edged, obtained a more valuable holdiai 
so far as it was concerned in that! 
will get a higher interest yield. /™ 
Marshall Field estate, however, OW 
the rest of the block on North Mit 
gan avenue, between Hill and Supe™ 
street where the Central Life bull 


completed a tay 
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as located and desired to own the en- 
e frontage. The Central Life is mov- 
along in most excellent style. Pres- 
ent MacArthur has been successful in 
arketing some of its real estate and 
ys gotten its assets in favorable con- 
tion. It is now the purpose of the 
pmpany to expand its agency force. 


RACKEN BROKERS SUPERVISOR 


Carl Bracken has been appointed 
okerage supervisor by John Dingle, 
hicago general agent Massachusetts 
atual. Mr. Bracken has had_ broad 
eneral insurance experience. He was 
pnnected for three years with his father 
C. Bracken, leader of the Insurance 
rokers Association of Illinois. Then 
nr a time he was a field contact man 


Monnected with the Chicago Board of 


inderwriters and more recently has 
presented a general agent for a fire 
pmpany. The Dingle agency has 
nened a brokerage school with enroll- 
hent of 18 under direction of J. S. 
raunig, assistant general agent. This 
available only to selected brokers in- 
ited to attend. The course consists of 
ctures and demonstrations, giving 
ractical sales ideas dovetailed in with 
e client’s insurance needs. Mr. Brau- 
ig is noted as a trainer of life insur- 
ce men, having spoken on two occa- 
ions recently before the Sales Research 





Bureau managers school held in Chi- 
cago. 


CONDUCTING ESTATE SCHOOL 


A home office field school on the es- 
tate control plan is being conducted in 
Chicago this week by the Aetna Life. 
E. H. Snow, who was a leading agent 
in the R. S. Edwards general agency in 
Chicago, and helped develop the plan 
that was adopted by the Aetna Life, and 
W. C. Abbey, are the agency assist- 
ants from the home office conducting 
the course. They are on a tour of the 
country installing the plan. The method 
is to remain for several days in one 
agency holding several general meet- 
ings and then to work individually with 
the agent, showing him how the plan 
operates in actual practice. George 
Stangle, Dartmouth graduate of 1934, 
varsity quarterback and captain of the 
basketball team, has been appointed 
brokerage supervisor in the Edwards 
agency. He went to the Aetna Life of- 
fice in Chicago as agent immediately 
after graduation, has been a “region- 
naire” twice and is third in volume in 
the agency this year. 


Sell with settlement option approach. 

The Heart Decides—will show you how 
to get real results. $1.50. Order from 
The National Underwriter. 








LIFE AGENCY CHANGES 





q Charles E. Petillon, Minneapolis man- 
“Meer of the Berkshire Life for six years, 


jas been named manager of the Spring- 
eld-Providence office in Massachusetts. 
Before going to Minneapolis Mr. Pe- 
llon was manager of the life insurance 
epartment of the W. A. Alexander & 
0. agency in Chicago. He has been 
resident of the Minneapolis Life 
nderwriters Association and has also 
erved as president of the Minneapolis 
fanagers & General Agents Club. 


olumbian National Supervisors 

Two Boston agencies of the Colum- 
1a National Life have made new ap- 
ointments. H. S. E. Payntar of the 
hayer Quinby agency has been pro- 
oted to supervisor. Robert E. Turner 


Mi the Howard A. Shearer agency has 





Takes’ Buffalo Post 








FRANK H, DICKINSON 


Frank H. Dickinson, who has just 
en prPointed general agent at Buffalo 
ankers Life of Iowa, heretofore 

om: an agency supervisor for that 

Pany operating out of Greenville, Pa. 





been promoted to the manager of the 
brokerage department. 

Mr. Payntar is a native Bostonian 
and a graduate of Brown University. 
In addition to his college education he 
has also taken several law courses. He 
has 10 years life insurance experience. 

Mr, Turner also has been in the life 
insurance business for about 10 years. 
He is a graduate of the University of 
Maine and attended the graduate school 
of Boston University. 


Handles St. Louis Field 


C. W. Breidecker has been appointed 
agency supervisor in St. Louis, including 
adjacent counties in Illinois, for the 
Franklin Life. 

Mr. Breidecker’s 15 years of life in- 
surance experience include four years 
with the Metropolitan Life, where he 
became an assistant. manager, and 11 
years as supervisor with the Central 
States Life. 


Douglass District Manager 


A. J. Douglass has been appointed 
district manager in Fort Smith, Ark., 
for the Little Rock office of Jefferson 
Standard Life of which Joseph Durham 
is manager. His offices will be in the 
First National Bank building and he 
will have supervision of northwest Ar- 
kansas. He joined the Jefferson Stand- 
ard about a year ago after having had 
two years previous experience. 


Pastore with Bankers National 


Umberto Pastore has been appointed 
as general agent of the Bankers Na- 
tional Life in Scranton, Pa., and vicin- 
ity. Mr. Pastore is experienced in life 
insurance and previously represented 
the Prudential in its ordinary depart- 
ment. 


Will Open Savannah Agency 

N. S. MacEwan of Atlanta, branch 
manager of the Sun Life of Canada, is 
arranging to establish an agency in Sa- 
vannah, Ga. The Sun Life has a large 
number of policyholders in the Savan- 
nah area. 


Henderson to Lexington 


The Union Central Life has named 
Arwood Henderson general agent at 
Lexington, Ky. He has been field as- 
sistant in the J. J. Harrison general 
agency at Little Rock, Ark. A native 








THe Price I4G OF SUCCESS 


The price tag of success is high. It calls for work, 
vision, initiative and perseverance. To men with 
these qualities and a record of $100,000 of paid-for 
personal production last year, a residence in either 
Pennsylvania, Delaware, New Jersey, Rhode Island 
or Maryland and the feeling that there is no further 
opportunity for growth in their present connection— 
we have an offer and the chance of a lifetime. 

The Bankers National Life Insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general agencies and assures them that they 
will have every help and promotion to make that 
success a reality. 


If you are interested and feel that you can meet our 
qualifications, then write to William J. Sieger, Vice 
President and Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


MONTCLAIR, NEW JERSEY 




















(NUMBER EIGHT OF A SERIES) 


Why Agents Come— 
and Stay— With the 


MONTANA LIFE INSURANCE CO. 


An agent speaking: 


"For three reasons | came with the Mon- 
tana Life. First .. the Company and its good 
management. Second . . the service ren- 
dered to agents and policyholders. Third. . 


the liberal contract offered agents." 


Lee Cannon, Agency Vice President 
HELENA, MONTANA 
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of Arkansas and a member of the Har- 
rison agency staff three years, Mr. Hen- 
derson has twice been a member of the 
Quarter Million Dollar Club. He is 
vice-president of the Little Rock Life 
Underwriters Association. 


Open Life Department 


Wilson & Redfern, general insurance 
agents of Orange, N. J., have established 
a life insurance department with Roder- 
ick Bouchard as manager. Mr. Bouchard 
is with the John A. Ramsay agency of 
the Connecficut Mutual Life in Newark 
and will continue that connection. 


Burns to American United 


T. E. Burns has resigned as manager 
of the brokerage department of the G. 
F. Lofthouse agency of the Lincoln Na- 
tional Life in Detroit, to join the E. T. 
Lipscomb agency of the American 
United Life in that city. The American 
United agency plans to remove to 





larger quarters at 1031 LaFayette build- 
ing as soon as alterations have been 
completed. 


_—. 


Roy Q. Smith with Bankers 


Roy Q. Smith becomes general agent 
of the Bankers Life of Nebraska at Fort 
Scott, Kan., covering two counties in 
Kansas and two in Missouri. He spent 
six years as cashier of a Montana bank 
before entering the selling field. He 
has been engaged in selling life insur- 
ance for five years. 

Charles Venable has been appointed 
general agent with headquarters at Bar- 
tlesville, Okla., for four northeast Okla- 
homa counties. 


D. J. Murphey, director of publicity 
for the General the General American 
Life, discussed cooperation among the 
St. Louis advertising organizations at a 
meeting of the Junior Advertising Club. 
He is president of the Advertising Club 
of St. Louis. 

















EXPERIENCED INDUSTRIAL 
AGENTS 


If you are a real salesman, not just a collector, we have 
a real proposition for you in either Indiana or Michigan. 
WE PAY NO GUARANTEED SALARY but our times on 
increase for your first year is equal to 34 2/3 times indus- 
trial; 2nd year 39 times; 3rd year 43 1/3 times; 4th year 
47 2/3 times; 5th year and thereafter 52 times. 


Commission for collection of debit collected once a month 
20 Payment Life with renewals as long as you remain in 
the service of the company. 


Ordinary commissions graded 50% on Ordinary Life and 
20 Payment Life with renewals as long as you remain 
in the service of the Company. 


We sell Ordinary policies on the monthly premium pay- 
ment plan from date of birth to age 70. Loans—Cash 
Surrenders—Paid-up Values, and Extended Insurance 
after three years. 


Write in confidence giving all particulars as to experi- 
ence, age, etc., to A. S. Burkart, Vice President, Con- 
servative Life Insurance Company of America, South 
Bend, Indiana. 




















AN OPPORTUNITY 
in Florida 


Small southern company, strong financially, now 
operating in Florida is ready to expand its organiza- 
tion in that state, offering a good line of policy con- 
tracts and agency contracts. 


We are looking for a man who can help build an 
agency organization. One who can produce a reason- 
able volume of business and get agents to do so. No 
record-breaker, but a man who believes he can grow 
with a growing company. 


ADDRESS G-54, THE NATIONAL UNDERWRITER 
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News OF LIFE ASSOCIATIONS 





Over 600 at Sales Congress 


Notable List of Speakers Draws 
Record Attendance at Pittsburgh 
Session 


PITTSBURGH—More than 600 at- 
tended the annual sales congress of the 
Pittsburgh Life Underwriters Associa- 
tion. Eric G. Johnson, associate general 
agent Penn Mutual Life, was general 
chairman. 

Speakers at the morning session were 
O. Sam. Cummings, president National 
Association of Life Underwriters, on 
“Elements of Life Insurance Sales Suc- 
cess,” and S. Kibrick, Brockton, 
Mass., premier personal producer of the 
New York Life, “Creative Salesman- 
ship.” 

A feature of the morning session was 
a “supreme court” on life insurance in 
which six leading producers in western 
Pennsylvania answered questions on 
various phases of insurance selling from 
the platform. They were R. S. Wilson, 
Jr., Northwestern Mutual Life; R. S. 
Koehler, Jr., Mutual Benefit Life; E. A. 
Coyle, Massachusetts Mutual Life; F. S. 
Kailer, E. A. Woods Co. agency, Equi- 
table Society; C. B. Metheny, general 
agent Fidelity Mutual Life, and G. 
Stewart, agent Penn Mutual Lathe: 04. W. 
Abbott, general agent Massachusetts 
Mutual Life, was “chief justice.” 

At luncheon the directors of the Pitts- 
burgh association met with President 
Cummings and Holgar J. Johnson, Penn 
Mutual, national vice-president. Mr. 
Cummings heard a report on association 
activities in Pittsburgh and gave his ad- 
vice on several matters. 

Prof. W. B. Bailey, economist Sor the 
Travelers, led the list of afternoon 
speakers with a talk on “Insurance in 
a Changing World.” Philip O. Works, 
St. Louis general agent Penn Mutual, 
whose agency has has 27 consecutive 
months of plus production, spoke on 
“Your Business and Mine.” 


Texas Tour Being Made 
by the State President 


O. D. Douglas, president Texas Asso- 
ciation of Life Underwriters, is on a 
speaking tour which will take him to 
San Angelo, Abilene, Lubbock, Ama- 
rillo, Wichita Falls, Fort Worth, Dallas 
and Waco. The subject of his address 
is “Success Is Yours.” He will also tell 
of the objectives of the association. The 
major objective during the coming year 
is to furnish good speakers for the va- 
rious associations. He is of the opinion 
that if they are furnished with good 
speakers it will be an easy matter to 
build up the membership to 2000 by 
June 30. He has appointed O. P. Schna- 
bel of San Antonio as chairman of the 
membership committee. He has ac- 
cepted the responsibility of increasing 
the membership to 2,000, if not more, 
by the time of the National association 
meeting in Houston in September. 


San Francisco—Plans are now being 
formulated for a “quarter million dollar 
round table” within the membership of 
the San Francisco association. Approval 
of the formation of the group has been 
voted by the directors of the association. 
A. K. Deutsch, Equitable Society, mem- 
ber of the Million Dollar Round Table, 
chairman of the civic relations commit- 
tee of the association, is in charge of 
organization. 


Los Angeles—At the Forum luncheon- 
meeting, “I am afraid of inflation” was 
discussed by J. W. Yates, R. A. Brown, 
Robert Freeman, Robert LaPrelle and 
Jack White, followed by 15 minutes of 
open discussion. 


Boston—Dwight Sayward, general 
agent John Hancock Mutual Life at 








Portland, Me., will speak Oct. 28. 


Hobbs Elected Vice-Presidey 


Illinois Association Holds Mid.y, 
Meeting at Peoria—Bloomington 4, 
lected for Spring Gathering 


Philip B. Hobbs, Equitable Societ 
manager in Chicago, was elected firy 
vice-president of the Illinois Associatig 
of Life Underwriters at the fall meetiny 
in Peoria to succeed the late Norris } 
Bokum. Mr. Hobbs is also chairmy 
of the general agents and managers ge, 
tion of the National association and; 
regarded as one of the ablest manage 
in Chicago. 

The Illinois association’s spring mee. 
ing will be held in Bloomington. 

President W. M. Lateer, Peoria, ge, 
eral agent of the John Hancock Mutu 
Life, appointed new committee chai. 
men. Bernard J. Stumm, Aurora ge, 
eral agent of the Northwestern Muty 
Life and second vice-president of ty 
association, was named chairman of th 
extension committee which is in charg 
of developing new local organization 
C. F. Axelson, Northwestern Mutw 
who has ably handled the legislatiq 
work, will continue as the chairman ¢ 
that committee. L. M. Buckley, Prov: 
dent Mutual, Chicago, was named chai 
man of the membership committee wit 
F. A. Schnell, Peoria general agen 
Penn Mutual Life, 


of Herbert Hendricks, 
agent Equitable Life of Iowa. 
James W.. Ross, secretary of the 


committee. 


Stressed Broader Publicity 


for broader publicity in handling stat 
association activities and in assisting 
local associations. Because of the in 
portance of the work he deferred nam. 
ing a committee chairman so as to gt 
the best man available for the job. 
The idea of a non-resident member 
ships for smaller towns was considered. 
Mr. Stumm suggested the idea and M 
Lateer thought it might offer possibil- 
ties for materially increasing member 
ship. In discussing educational work 


as vice-chairma— 
The educational work is to be in chargeh™ 
Decatur generlp” 


Peoria association, will head the financh 


President Lateer stressed the nee é 


Mr. Hendricks said that every local af 
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sciation should have a library. In the 
ecent Life Insurance Week essay con- 
est it Was found there is a scarcity of 
yailable books on life insurance. 
President O. Sam Cummings of the 
Jational association stressed the im- 

ortance of state and local association 
ork. A banquet was held in the eve- 
ing in Mr. Cummings honor. 

Miss Joy M. Luidens, executive secre- 
sy of the Chicago assication, pre- 
ented a check for the Chicago associa- 
‘on’s dues. President A. E. McKeough 
sf the Chicago association and Harry T. 
Vright, National association trustee, 
presented their greetings. : 
President Lateer told of the aims of 
he Illinois association at the congress. 
e stressed the importance of organiza- 
ion in accomplishing objectives. The 
ssociation played an active part in the 
passage of the insurance code. For four 
weeks the legislative committee kept in 

Konstant contact with the state legisla- 
ors and impressed them with the idea 
hat the Illinois association has 2,000 
embers who contact 3,000,000 policy- 
olders regularly. 


OTABLES ON HAND 


The National association was unusually 
vell represented at the Peoria meeting. 
n addition to President O. Sam Cum- 
mings there were H. A. Hedges, Equita- 
ble Life of Iowa, Kansas City; Harry T. 
Wright, Equitable Society, Chicago; J. 
awley Wilson, Massachusetts Mutual, 








‘Peoria, National association trustees; C. 
J. Zimmerman, Connecticut Mutual, Chi- 
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go, secretary of the National associa- 
on, and Philip B. Hobbs, Equitable So- 
ety, Chicago, chairman of the general 
gents and managers committee. L. O. 

Peoria general agent of the 


introduced Mr. 
Mr. Cummings commented 
hat the National association might 
ave held its midyear meeting in Peoria. 
* * 
Lone star Texas flags were used as 
place cards in honor of Mr. Cummings’ 
ome state. 
* *k * 
Much merriment was caused when L. 
M. Buckley started telling the same 
Salvation Army joke at the afternoon 
session which H. A. Hedges told in the 
orning. Unfortunately Mr. Buckley 
yas not present to hear Mr.. Hedges. 
* *K x 
Merrill W. Colby, Decatur general 
agent of the Provident Mutual Life and 
Past president of the Decatur associa- 


ion, introduced Mr. Buckley. 


* *K * 


The Reuling & Williamson general 
agency of the Massachusetts Mutual Life 
n Peoria held a special luncheon for 
Vice-president A. T. Maclean from the 
home office. Other luncheons were held 
by Fred A. Schnell, Peoria district mana- 
ger of the Penn Mutual; Chester T. 
Wardwell, Connecticut Mutual; Karl 
Korrady, vice-president Illinois Bankers 
Life, and D. M. Phipps, educational di- 
rector, Continental Assurance. 

* * * 

Lloyd B, Gettys, manager Mutual Life 
of New York, and Karl E. Madden, Penn 
Mutual general agent, were present from 
Davenport. 

*x* Kk * 


Norman K. Allison, Chicago manager 
of Connecticut General, was in Peoria 
conferring with Manager G. Yeardley 
Haviland. 

*k Ok x 
In introducing H. A. Hedges, H. F. 


Silzer, Peoria general agent of the Equi- 
table of Iowa, told of Mr. Hedges’ prime 


aim of helping agents to make a better 


living, 
* * 


Ray 0. Becker, Northwestern Mutual 
Life general agent in Peoria, introduced 
L. J. Evans. He told of Mr. Evans’ work 
in planning his company’s national ad- 
vertising, 

* *K x 


b The news article telling of acquisition 
Prd Lester 0, Schriver of the Abraham 
a letter regarding debates with 
i en Douglas was released by the 
hee nted Press and published all over 
Garant. Mr. Schriver, who is gen- 
por agent of the Aetna Life at Peoria 

Past president of the National asso- 





ciation, is an extensive collector of Lin- 
coln relics and papers. He owns the 
bed which Lincoln slept in at Freeport 
before he debated Douglas. 

* * * 

President O. Sam Cummings outlined 
the 10 major objective of the National 
Association of Life Underwriters and told 
of the organization work planned for the 
coming year in his talk at the joint fall 
meeting of the Illinois Association of 
Life Underwriters and sales congress of 
the Peoria association. 

“=e + 


The sweetest sounding words a life 
underwriter can hear are “How much 
does $1,000 cost?” said President Cum- 
mings of the National association in one 
of his talks, 

* * * 


Two 22-year men were on hand, R. L. 
Dumas, who represented the Jacksonville 
association, has been with the Pruden- 
tial for 22 years. The day of the meet- 
ing was the 22nd anniversary of G. C. 
Fanning’s association with the Metro- 
politan Life. He has been Peoria mana- 
ger for four years and before that was 
located in Chicago. 

* *K 

Cc. F. Axelson, Northwestern Mutual 
Life, Chicago, past president of the Illi- 
nois association, has not missed a state 
meeting in 15 years. 

* * * 

La Salle and Streator, Ill, are planning 
to form associations. 

* * 

President Hugh A. Shaw of the Peoria 
association, and Frederick A. Schnell, 
chairman of the sales congress commit- 
tee, presided at the two sessions. 


Gale Johnston Gives Addresses 


Gale Johnston of St. Louis, divisional 
manager for the Metropolitan Life, ap- 
peared before associations in Beaumont, 
Houston, Austin, and San Antonio, Tex. 
The Beaumont meeting was a joint 
meeting of Port Arthur and Beaumont. 
He spoke on “Building Prestige 
Through Satisfactory Service.’ O. D. 
Douglas, president of the Texas Asso- 
ciation of Life Underwriters, met Mr. 
Johnston in Beaumont and accompanied 
him to the cities. While in San An- 
tonio, Mr. Johnston was the week-end 
guest of O. D. Douglas at his ranch 
near Boerne. 

Miami, Fla.—W. J. Brown, Mutual Life 
of New York, reported on the Denver 
convention. Harvey Payne, Prudential, 
was elected national committeeman. 


Oklahoma City—H. C. Thurman, presi- 
dent Oklahoma State Bar Association, 
spoke on the close relationship of life 
underwriting and legal requirements of 
a community and the cooperation that 
should exist between the two profes- 
sions. Jan. 28 was set as the tentative 
date for the annual sales congress. 


Corpus Christi, Tex.—A. C. Bayless, 
Houston general agent Southland Life, 
stressed the building of prestige through 
advertising. 


Columbus, 0.—At the first fall meet- 
ing L. M. Buisch of the National Cash 
Register Company, Dayton, spoke on 
“Streamline Your Selling. About 175 at- 
tended the meeting. 


Richmond, WVa.—R. R. Lounsbury, 
president Atlantic Life, is the speaker 
at the luncheon meeting Friday. 


Montreal—A. Homer Vipond of the 
New York Life, who celebrated his 40th 
year with the company by writing 
$1,500,000 paid for business, was the 
speaker this week. 


Akron, 0.—C. E. Bejeau, assistant gen- 
eral agent of the Massachusetts Mutual 
at Cleveland, spoke before the managers 
council of the association Thursday of 
this week. Frank Durkee, New Eng- 
land Mutual, is the program chairman. 


Davenport, Ia.—B. C. Nelson, Milwau- 
kee, outstanding producer for North- 
western Mutual Life, spoke. 


Atlanta—Prof. J. P. Williams, educa- 
tional counsel American College of Life 
Underwriters, discussed preparation for 
the Cc. L. U. examinations to be con- 








Clocklike Regularity 


One of our policyholders writes, ‘“‘It seems 
hardly a year ago that I began receiving 
my monthly income from the Massa- 
chusetts Mutual! It has given me deep 
satisfaction to know that checks would 
come with clocklike regularity. Yester- 
day, when the latest payment came, 
bearing with it also interest for the year, 
I was even more grateful for life insur- 
ance. I wish more people knew and un- 
derstood its significance.”’ 


Massachuselt Mutual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
Bertrand J. Perry, President 

















POTENT APPROACH 


Originated by Fidelity thirty-five years ago, 
“Income for Life’ to the insured is still one of 
the most potent approaches known for the 
sale of life insurance. 


When coupled with the direct mail lead 
service, which in twenty-two years has been 
directly responsible for the writing of more 
than a quarter of a billion of insurance, 
Fidelity’s “Income for Life’’ plan has unusual 
effectiveness. 


Disability income benefits of $10.00 per 
thousand may be added to this contract and 
Survivorship and Continuous Installment 
riders are also available. 


‘a 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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ducted in 1938. The Atlanta committee 
on the American College consists of C. 
B. Harrell, chairman; Charles Bethes, T. 
H. Daniell, Jr., David Marx, Jr., and C. 
E. Shepard. 





Des Moines—Bert C. Nelson, North- 
western Mutual Life, Milwaukee, Wis., 
spoke on “Prospecting,” dealing largely 
with personal experience in selling. 

The Des Moines association has 185 
members and attendance at this meet- 
ing, including guests, was 181. 





Teledo—R. B. Coolidge, superintend- 
ent of agents Aetna Life, addressed the 
first fall meeting on “Client Building.” 





Milwaygkee—cC. J. Zimmerman, Connec- 
ticut Mutual, Chicago, secretary National 
association, gave an address on “Getting 
Action.” 





Washington, Pa—Jay M. Holmes, 
Pittsburgh general agent Northwestern 
National, gave “Highlights from the 
Denver Convention.” Twenty-five mem- 
bers were present. Harry Hoffman, as- 
sistant superintendent at the home office 
of the Northwestern National, was a 
guest. 





Cleveland—The next meeting of the 
General Agents group will be held Oct. 
29. John H. Jamison of the Life Insur- 
ance Sales Research Bureau will talk. 


POLICIES 


Resumes Home Purchase Plan 


The Equitable Society has resumed in 
certain localities the issuance of its home 
purchase plan. This is a setup under 
which the buyer of a home gets an 
amortizing mortgage from the Equitable 
and an insurance policy sufficiently 
large to protect the unpaid balance in 
case of death. 


Monumental Life Changes 
. The Monumental Life has increased 
its premiums on several life and endow- 
ment forms. Term, retirement and some 
of the special plans continue at the same 
rates. Surrender values are unchanged. 
A digest of the new rates follows: 
Premium Rates per $1,000 

20 Pay 
20 30 

Whole 20 Yr. Yr. End. 
Age Life Pay End. End. End. at 65 
15... $12.81 $20.47 $41.75 $58.35 $32.28 $15.00 
20... 14.27 22.09 42.03 58.62 32.66 17.14 

















Higher Limit, Lower Premium 
By increasing the minimum limit on 
select risk ordinary life from $2,000 to 
$5,000 the Wisconsin National has been 
able to make a substantial reduction in 
premium. At age 35 the old premium 
was $21.32 per $1,000 while the new is 


$19.91. No change is made in the sur- 
render values. 

Age Prem Age Prem 
a oF ee, See $23.75 
REE 13.48 Re” 29.30 
lee 15.10 ea 37.00 
FR oo Bae eT ee ey: 46.75 
Re 19.91 





Sales Conference in Scranton 


A large turnout is expected for the 
fall luncheon and sales conference of 
the Pennsylvania Life Underwriters in 
Scranton Friday of this week. The 
speakers include C. P. Dawson, New 
England Mutual, New York; J. M 
Gantz, Pacific Mutual, Cincinnati, and 
Irvin Bendiner, Philadelphia. 





James Lee Loomis, president of the 
Connecticut Mutual Life, was a visitor 
fn Atlanta, on a tour through southern 
territory. He criticised heavy spending 
by the federal government and stated 
that “the government cannot continue 
to spend more than it is taking in with- 
out disturbing business.” He went from 
Atlanta to Macon, Ga., where he con- 
ferred with agents. 








Illinois Association Elects 
New Vice-President 








PHILIP B. HOBBS 


At its Peoria midyear meeting, the 
Illinois Association of Life Underwrit- 
ers elected Philip B. Hobbs, a Chicago 
manager of the Equitable Society, first 
vice-president to succeed the late Norris 
H. Bokum. Mr. Hobbs achieved na- 
tional reputation when he was made 
chairman of the important general 
agents and managers committee of the 
National association by President O. 
Sam Cummings. In commenting on Mr. 
Hobbs’ appointment, Mr. Cummings 
said that he was impressed by Mr. 
Hobbs’ agile mental ability to grasp 
the fundamentals of the National asso- 
ciation’s program for agency building. 
Since Mr. Cummings is a specialist on 
organization work and is imbued with 
the idea of the need for better selection 
and development of men, the general 
agents and managers committee headed 
by Mr. Hobbs undoubtedly will be a 
vital cog in the National association’s 
1937-38 program. 


Reared in the Business 


Mr. Hobbs was practically reared in 
the insurance business, as his father was 
an auditor with the Equitable for 42 
years. Mr. Hobbs started in the insur- 
ance business in 1913 in the underwrit- 
ing department of the London Guaran- 
tee. In 1916 he joined the Equitable as 
district manager of northern Illinois and 
in 1918 was made assistant agency man- 
ager of the P. L. Girault agency in Chi- 
cago. In 1922 he became associate man- 
ager and in 1926 was given his own 
agency. During the past 12 years the 
agency has done over $100,000,000 of 
business. 

Mr. Hobbs has always been active in 
association work and since 1932 he has 
been participating in national affairs. 


He is now serving his second term as - 


national committeeman from Chicago. 

One of Mr. Hobbs’ axioms is “Just 
as many agents fail in the insurance 
business because they don’t buy it as 
because they don’t sell it.” Agents who 
do not buy life insurance themselves 
lack that note of conviction that is so 
essential in selling. Mr. Hobbs has a 
rather unique way of demonstrating to 
visitors to his office his firm belief in 
life insurance. He keeps two annuity 
policies on his desk, one for 10 units 
and the other for 20. Prior to 1929 
Mr. Hobbs had been able to save con- 
siderable money but in 1929 he found, 
as did many others, that conservation 
is as essential as savings. He already 
had $85,000 of life insurance with all 
dividends left at interest. In January, 
1930, he decided to take out 10 units of 
retirement annuity. He received such 
personal satisfaction from owning it that 
he decided to take 20 additional units 
out in June. He now has been saving 
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Methods of Training New 
Agents Told by Braunig 





Three essentials in training new 
agents were told by J. S. Braunig, as- 
sistant general agent John Dingle 


agency, Massachusetts Mutual, Chicago, 
at the first fall meeting of the Life 
Agency Supervisors of Chicago. At 
first, he says, the agent must be given 
the feel of the business, which is done 
by telling him human interest stories 
that illustrate how life insurance func- 
tions. Second he is taught to prospect 
before he is taught to sell, and he is 
given a prospecting sales talk whose 
main purpose is to develop preferred 
leads, but which alsa is calculated to 
produce business directly. Third he is 
given a single package to sell—one form 
of contract dealing with a single idea. 


Don’t Cram Agent’s Head 


In Mr. Braunig’s long experience as 
a trainer of agents, receiving national 
distiaction through his record with the 
Lincoln National Life as general agent 
at St. Louis until recently, it is better 
not to cram the agent’s head full of 
ideas sa that he becomes confused. If 
he develops in an interview a need which 
his single selling idea will not fill, 
he will pick up the additional informa- 
tion and technique as he goes along 
and will, if industrious, study to that 
end and be more receptive to sugges- 
tions from his supervisors. 

Mr. Braunig believes in the so-called 
dynamic form of training rather than in 
a static method in which the new agent 
sits dawn with text books and attemps 
to cram information into his head in a 
short time, Having learned the three 
fundamentals, he is taught what makes 
a sale, why people buy. 

Mr. Braunig believes in having the 
entire sales course in writing. It is not 
delivered like a parrot talk but serves 
to give direction to the training and to 
preserve continuity. Under Mr. Brau- 
nig’s method he can break off at any 
point in a lecture and have it taken up 
smoothly by one of his supervisors. B. 
H. Groves, assistant manager Travelers, 
= of the agency supervisors, pre- 
sided. 





Hear Mercantile Manager 


A. T. Danielson, general sales man- 
ager for Barker Brothers of Los An- 
geles, home furnishers, and president of 
the Sales Managers Association of Los 
Angeles, speaking at the luncheon-meet- 
ing of the Life Insurance Managers 
Association of Los Angeles, discussed 
problems experienced by his firm, with 
especial reference to plans used in in- 
terviewing applicants for employment 
as salesmen. In his opinion the most 
intelligent and effective approach in the 
sale of life insurance is first to the 
housewife, with emphasis on the secur- 
ity achieved through its service, stress- 
ing what it means to her and to her 
children to have the protection it repre- 
sents, and then let her sell the problem 
to her husband. 


Thierbach Detroit Speaker 


R. P. Thierbach, Cleveland general 
agent Northwestern Mutual, will ad- 
dress the Associated Life General 
Agents & Managers of Detroit on 
“Teaching Self-Management” at the 
dinner meeting Oct. 21. A. A. Heald, 
Bankers of Iowa, program chairman, 
has invited managers to bring their 
supervisors to the dinner. 











through the annuities for eight years. If 
he keeps it up until he is 50, and he 
intends to, he will receive $250 a month 
income for life and by saving until he 
is 65 he will have $1,062 monthly in- 
come. 









Michigan Managers Congre, 
Set for Detroit Nov. 18 













The general agents’ and manage, 
congress, sponsored by the Michiga, 
State Association of Life Underwrite, 
will be held in Detroit Nov. 18. G 
Lackey, general agent Massachuset, 
Mutual and president of the state x 
sociation, is in general charge. 

General agents, managers and the; 
supervisors from all sections of Mic}. 
igan will be invited to  participay 
There will be four nationally know 
speakers on agency management pro}. 
lems, two at the morning session anj 
two in the afternoon. 

Those who attend the congress ca 
attend the luncheon of the Qualify 
Life Underwriters between the two sq. 
sions, when Paul Speicher, R. & R 
Service, will speak. 
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Patterson Succeeds Finger 


The Seattle Life Managers Associ 
tion has elected J. J. Patterson, Orego 
Mutual Life, as its new president t 
fill the unexpired term of Ray H. Fi. 
ger, branch manager for the Sun Lit 
who goes to Montreal Jan. 1 to becom 
manager of the western United Stats 
department. 























Ackerman N. J. Speaker 


At the first regular meeting if 
Newark of the newly organized Life ln. 
surance General Agents & Managesf” 
Association, following the adoption df 
constitution and by-laws, Prof. Lay. 
rence Ackerman, head of the insuranch 
courses at Newark University, talkeiy 
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Sun Life Cleveland Office | Chai 

Sets Three-Week Record [ 5. \ 

| mittee 

CLEVELAND—C. F. Diehl, vice presid 

president and agency director, and Felis§ Hutch 

Rothschild, secretary, were in Clevelanig | hospit 

to attend the 10th anniversary celebr-p  ™n f 
tion of the Cleveland office of the Su 

Life of Baltimore. The celebration wa Has 


in the form of a dinner dance, attended 
by all the members of the agency ani 
their wives, with 125 present. 


S. Crystal, who has been manager 0 _ 
the Cleveland office since its founding B —— 
was host. Talks were made by Messt.§ mo 
Crystal, Diehl and Rothschild. Ten-year 5 posi 
service emblems were presented by MB wee , 
Rothschild to Mr. Crystal and Georg 39 ‘3; 
Betterton, cashier. A five-year servic B 50, $s 
emblem was awarded to Howard For — °’ ™ 
dyce, assistant manager. 

A magic crystal globe was delivered B Mer, 
by Charles Wolfskeel, assistant ma yf] 
ager in charge of a three weeks’ produ B™ conve 
tion contest, to Mr. Diehl. Inside ths Unio; 


crystal were found the records of tht B™ its | 
agency contest which closed on ann 
versary day. The record showed the 
highest production for three consett 
tive weeks in the history of the Cleve 
land office. The crystal appropriately 
signified the name of the Cleveland 
manager. 





Two Anniversaries Celebrated [- 

The Springfield, Ill, district of the 
Prudential celebrated two anniversaries 
—the company’s 62nd and Superinter 
dent A. A. Hoffman’s 33rd anniversary 
with the Prudential. The entire sta! 
of 45 men put in a successful one week’ 
effort in honor of Mr. Hoffmann who 
was appointed superintendent at Spring 
field in 1916. 
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Leading Fraternalists to 
Be on Pittsburgh Program 
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the annual 





Manager Tentative program for 







MichigaiiiMmeeting of the Pennsylvania Fraternal 
ler writers Congress at Pittsburgh Nov. 4-5 is an- 
18. GEM nounced by President Francis Taptich. 
Sachusetife\rs. Dora Alexander Talley, president 







Voodmen Circle, Omaha, and president 


State as 
National Fraternal Congress, will be a 











and theifimcpeaker. Others are: Mrs. Francis Buetl 
Of Mich Olson, president Degree of Honor Pro- 
articipatei/mtective; T. Cannon, head Catholic 
y knowl Order of Foresters, Chicago; J. C. Sny- 
ent problmeder, president Ben Hur Life, Crawfords- 
Sion anjmeville, Ind.; M. J. Varga, treasurer Ver- 





hovay Fraternal Insurance Association; 
Mrs. Mary E. Grega, secretary First 
Catholic Slovac Ladies Union; J. D. 
Butkovich, president Croatian Fraternal 
Union; Michael Holod, president Rus- 
sian Brotherhood Organizations of U. 
5, A.; Fred A. Service, solicitor Pro- 
tected Home Circle and past president 
Pennsylvania Congress; J. L. Wilmeth, 
‘secretary Junior Order United Ameri- 
can Mechanics, and F. Mahaney, 
Woodmen of the World. 
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ident t) 
Fin Other Speakers on Program 
~° Lit ' Other speakers and their subjects are: 
Ccom “The Fundamental Distinguishing Fea- 





d State 






‘tures of the Fraternal System,” A. O. 
Benz, president Aid Association for 
‘Lutherans; “Investment Factors,” Dr. 
4 C. W. Jasek, professor Penn State Col- 
lege; “What Elements in a Field Work- 
ers’ Contract Determine His Status 
"Under the Social Security Act,” E. J. 
" Jeffries, Jr., general counsel Maccabees: 
| ‘The Value of the Local Lodge,” S. H. 
Hadley, president Protected Home 
Circle and past president N. F. C.; 
| “Views of Fraternal Insurance,” F. M. 
| Speakman, actuary and drafter of the 
" Speakman bill; “Appendicitis,” Dr. J. J. 
| Bellas, and “Savings Bank Life Insur- 
"ance in Pennsylvania,” H. W. Teamer, 
' secretary-manager Insurance Federation 
i of Pennsylvania. 
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# 
Chairman Cooter Dead 


F. W. Cooter, chairman finance com- 


Hutchinson, Kan., died at the Mayo 
He had been finance chair- 
/ man for a quarter century. 





Has New Term Certificate 

A seven-year term convertible with- 
n five years is being issued by the 
Woodmen of the World, Denver. It 


T 

seen does not contain automatic premium 
Messrs, (04M, extended or paid up insurance, 
-n-yeat ee cash loan or cash surrender values. An- 
by Mr. nual premium rates at quinquennial ages 
Georg “Te: age 16, $8.90; 20, $9.10; 25, $9.50; 
service 29 $10; 35, $10.85; 40, $12.60; 45, $15.60; 
1 For 2 $21.50; 54, $28.45. 











iver’ F Merger Plan Is Approved 
be 4 MILWAUKEE — Delegates to the 
fe hi | Convention of the American Catholic 
le ths : Union here voted approval of a plan for 
of the | ‘ts consolidation with the Catholic 
ann Workmen’s group. The merger offer 
d the Be was presented by Joseph Drozd, Prague, 
nsec: Minn., secretary, and Joseph Vogir, 
Cleve FF Omaha, counsel Catholic Workmen. A 
‘jately Be committee was appointed by August 
veland t Groulik, Racine, Wis., president Catho- 
: lic Union, to prepare the merger plan 
4 which will be voted on at the Work- 
j -, Men's national convention in May, 1939. 
ee 
‘> i lowa Congress to Meet 
inter: _ The annual meeting of the Hawkeye 
rsarv State Fraternal Congress will be held 
staf em the Russell Lamson Hotel, Waterloo, 
eek’s B 44, Oct. 27. Miss Blanche Wakin, 
who Woodmen Circle, Des Moines, is presi- 





dent and C. J. Graves of the Homstead- 
ers, Des Moines, secretary-treasurer. 












New Junior Certificates of 
Modern Woodmen Issued 


The Modern Woodmen has brought 
out a new series of five participating 
junior certificate forms. Reserves are 
based on the American Experience mor- 
tality table. Nonforfeiture options are 
offered including automatic extended 
term insurance, paid up insurance and 
cash and loan values on four of the 
forms. The denominations issued are 
$500 to $1,000. 

The forms are ordinary life, 20 pay 
life, 20 year endowment and two con- 
vertible term certificates, one ending at 
age 18 and one at age 16, all partici- 
pating after the second year. Death 
benefits are graded, on ordinary life, 20 
pay and 20 year endowment grading 
up to the full face amount at age 5; on 
the convertible term to age 18 being 
graded to age 14, and on the convert- 
ible term to age 16 being graded to 
age 16. 








Fraternal Congress Meeting 


The executive committee of the Na- 
tional Fraternal Congress will meet in 
New York City, Nov. 27, prior to the 
meeting of the National Association of 
Insurance Commissioners. At that time 
the date of the winter meeting will be 
decided and the place. Many of the fra- 
ternal officials will stay over for the 
commissioners’ meeting and the annual 
gathering of the Life Presidents Asso- 
ciation. 





Appears Under New Title 


The “Sovereign Visitor,” official pub- 
lication of the Woodmen of the World 
for nearly a half-century, appeared un- 
der a new title in the October issue. It 
will be known henceforth as the “Wood- 
men of the World Magazine.” “The new 
name more definitely identifies it as the 
official organ of the society,” President 

E. Bradshaw said in making an- 
nouncement of the change. 

The “Sovereign Visitor” has been a 
regular monthly visitor in the homes of 
the far-flung Woodmen of the World 
membership ever since the society was 
organized in 1890. All through the years, 
it has retained its same general format 
and the same title. The October issue 
marks a noticeable change of makeup in 
addition to the change of title. 

Horace Rosenblum of Omaha, editor 
since 1933, continues in that position. 





California Rally Oct. 29-30 

The California State Fraternal Con- 
gress will meet at the Hotel Whitcomb, 
San Francisco, Oct. 29-30. Invitations 
have been extended to Mrs. Dora Alex- 
ander Talley, president National Fra- 
ternal Congress and head of the Wood- 
men Circle, Omaha, and Judge T. M. 
McCulloch of Kansas to speak. 





Does Not Change Contract 


ST. PAUL—Assumption by an in- 
surance company of the obligations of 
a benefit certificate issued by a fraternal 
society does not change the contract 
from one of fraternal insurance to one 
of ordinary insurance, the Minnesota 
supreme court has ruled in a suit involv- 
ing the United Mutual Life. 

“A pledge of a fraternal insurance 
certificate by the insured member to 
secure payment of a debt is unenforce- 
able under the Minnesota law which 
prohibits the appropriation of death 
benefits by operation of law to pay a 
debt of the member,” the court ruling 
said. 

“Payment of death benefits by the 
insurer to permit adverse claimants to 
litigate their claims to the fund does not 
operate as a waiver of the provisions of 








the statutes and certificate which render 
assignment and pledge of the certificate 
unenforceable.” 

The lower court verdict, in favor of 
the insurance company, was reversed. 





Cc. O. O. F. Trustee Dies 


Peter Fidler, Illinois state trustee of 
the Catholic Order of Foresters, died 
in his home at Aurora, Ill. He had been 
prominent in the society for 15 years. 


Officers Are Reelected 


All officers were reelected at the an- 
nual conventon of the Catholic Aid As- 
sociation of Minnesota held in Cale- 
donia, Minn. J. M. Aretz is president. 
An amendment was adopted providing 
for the post of vice-president and an ad- 
ditional member on the board. A pro- 
posal to increase officers’ salaries was 
voted down. 








West Virginia Congress 

The West Virginia Fraternal Con- 
gress will hold its annual meeting in the 
Waldo Hotel, Clarksburg, W. Va., Oct. 
23. Mrs. Nelia A. Selvey is president 
and H. D. Haught, Clarksburg, secre- 
tary-treasurer. 


Ladies Auxiliary Elects 


Anna K. Bryant, Minneapolis, was 
elected president of the Ladies Auxili- 
ary Ancient Order of Hibernians Life 
Insurance Fund of Minnesota at a meet- 





ing in St. Paul. The other officers 
elected are: Vice-president Kathleen 
Early, Brainard; secretary, Margaret 


Grady, Stillwater; treasurer, Claire Mee, 
St. Paul, and medical director, J. P. 
Barber, Minneapolis. 


Fox River Valley Club Elects 


Allan Eastlack, Wisconsin National 
Life, was elected president of the Fox 
River Valley Insurance Club at the an- 
nual dinner meeting at Appleton, Wis. 
The club is composed of officers and 
home office department heads of the 
Wisconsin National, Equitable Reserve 
Association of Neenah, and Aid Asso- 
ciation for Lutherans of Appleton. Mr. 
Eastlack succeeds J. D. Reeder, Aid As- 
sociation for Lutherans. N. J. Williams, 
Equitable Reserve, is vice-president, and 
Miss Katherine Jones, Wisconsin Na- 
tional, secretary-treasurer. 

There was a discussion on “Replace- 
ments and Substitutions of Old Insur- 
ance,” led by Mr. Reeder and Mr. Wil- 
liams. Guests included J. O. Melin of 
the Minnesota department, J. J. McCor- 
mick and K. A. Kamm of the Wisconsin 
department. 


Hearings on Wisconsin Union 
MILWAUKEE—The Wisconsin 
state labor relations board has started a 
hearing on a petition of the Interna- 
tional Union of Life Insurance Agents, 
an independent union, for listing as a 














bona fide labor organization. The union, 
which has organized Local No. 1 at 
Milwaukee; No. 2 at Kenosha, and No. 
3 at Racine, is independent but friendly 
to both the A. F. L. and C. I. O. E.N. 
Rice of Racine is state organizer. Or- 
ganization activity is to be spread to in- 
clude all of Wisconsin as well as Min- 
nesota, Illinois and Michigan. The 
present membership is confined to in- 
dustrial agents of Metropolitan, Pru- 
dential and John Hancock. 





: 


Interstate L. & A. Meeting 

The Interstate Life & Accident held 
its annual convention at Biloxi, Miss. 
Dr. J. W. Johnson, president, was in 
charge. 





H. E. St. Clair, associate secretary 
of the Life Office Management Associa- 
tion, was the principal speaker at a 


meeting of the Actuarial Club of St. 
Louis. 











Stabiity — Safety 
Performance 
ASSETS 
$13,750,000.00 
CLAIMS PAID 
$1 16,000,000.00 


The Standard Life 
Association 

















OUR 40" YEAR 





vW 


January, 1937, We Issued Three New Junior Policies:—Ordinary Life, 
Endowment at Age 65 and Educational Endowment at Age 18. 

We have A Complete Line of Adult Policies—American Experience 
Table of Mortality—3% Interest Basis. 

Maybe You Will Fit Into Our Organization As A Field Representative. 


Write to 


Equitable Reserve Association 
NORTON J. WILLIAMS, Vice Presidens 


Neenah, Wisconsin 











THE NATIONAL UNDERWRITER 
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CENTRAL LIFE 


INSURANCE COMPANY 
3 OF ILLINOIS 













A LIMITED NUMBER OF EXCEPTIONAL 
GENERAL AGENCY OPPORTUNITIES 
AVAILABLE IN 
MICHIGAN and OHIO 






ALFRED MAC ARTHUR, President 
211 WEST WACKER DRIVE 
CHICAGO, ILLINOIS 

















REAL ESTATE 
AN ASSET OR A LIABILITY 


Insurance companies, by no reason of choice, are 
now vitally interested in the ownership and control 
of real estate. The keen foresight of these com- 
anies retaining the properties they have acquired 
as had a stabilizing effect on real estate in general. 


This procedure of holding during the interim of 
acquisition and sale does, however, necessitate the 
services of alert and conscientious management or- 
ganizations. In today's market, years of successful 
experience in the practical management of real 
estate is necessary for this type of work. To best 
serve their owners, management organizations, 
through intelligent leasing activities, must aim to- 
ward the benefits of proper physical maintenance 
and increased value. 


This organization, actively engaged in the business 
of real estate management, qualifies, and is ready 
and able, to serve you in the management of your 
properties. 


RAYMOND P. MuLvANeEy 
Real Estate. . Management . . 
100 WEST MONROE STREET 
CHICAGO, ILLINOIS 


AGENT FOR MEMBER 
100 WEST MONROE BUILDING CHICAGO REAL ESTATE BOARD 
MADISON-LA SALLE BUILDNG NATIONAL ASSN. OF REAL ESTATE BOARDS 
STARK BUILDING 
AND OTHER PROPERTIES 





Some Features of 
Annual Gathering 
Held in Chicago 


(CONTINUED FROM PAGE 3) 


depression and in that connection said: 

“The record of life insurance during 
the depression years to the end of 1935 
in the matter of employment should be 
a source of pride and congratulation to 
your business. As against 34,485,000 to- 
tal number of employes in 1929 with a 
low of 25,308,000 in 1932 and an increase 
to 28,094,000 in 1935 life insurance (office 
employes) compares most favorably. 
With 83,000 in 1929, the business shows a 
steady gain of employes to 85,000 in 
1930, 88,000 in 1931, 89,000 in 1932, 91,- 
000 in 1933, 92,000 in 1934. These are 
the last figures available. This is an in- 
crease from 1929 to 1934 of 11.8 percent. 
Life insurance wage scales during the 
period from 1929 to 1934 dropped but 
5.5 percent as contrasted with 22 per- 
cent drop in wage of all employes and a 
21 percent decrease in living cost. As 
developed by the bureau of labor statis- 
tics the per capita income of all em- 
ployes dropped from $1,466 in 1929 to 
$1,143 in 1934. During the same period 
the per capita income of life insurance 
office employes only dropped from $1,289 
to $1,218.” 

Mr. Kemper is vice-president of the 
General Mutual Life of Van Wert, O. 
James S. Kemper & Co. conduct a life 
general agency in Chicago representing 
that company. 





Department People Present 


When Commissioner Gauss of Michi- 
gan was introduced to speak for the Na- 
tional Association of Insurance Commis- 
sioners, President Phillips called atten- 
tion to the fact that there were present 
from the departments, Insurance Di- 
rector Ernest Palmer, Assistant Director 
Roy L. Davis, Attorney Frank Young 
and Actuary Hafner from Illinois, Com- 
missioner Ham of Wyoming, Deputy J. 
F. Allebach of Missouri, First Deputy 
M. V. Pew of Iowa. 

When Walter LeMar Talbot, presi- 
dent Fidelity Mutual Life, was intro- 
duced as representing the Association of 
Life Insurance Presidents, President 
Phillips asked that Vice-president C. G. 
Taylor of the Metropolitan Life, escort 
him to the rostrum. Mr. Taylor is a 
former president of the American Life 
Convention, having held that position 
when he was vice-president and actuary 
of the Atlantic Life. Mr. Talbot: pre- 
sented Manager V. P. Whitsitt of the 
presidents’ association and his associates 
of the committee, President Lincoln of 
the Metropolitan Life, President A. A. 
Rydgren, Continental American Life, 
and Second Vice-president Robert Green 
of the Prudential, who substituted for 


Vice-president D’Olier of his company. 


‘Greetings from Canada Body 


G. W. Geddes of London, Ont., ac- 
tuary and general manager of the North- 
ern Life of that city, who represented 
the Canadian Life Insurance Officers 
Association, said that he had prepared a 
rather frank talk and that nothing de- 
lighted him more than to throw a mon- 
key wrench in the machinery. However, 
after consulting with R. Leighton Fos- 
ter, general counsel of the organization, 
he said he could only give the soup and 
dessert of the menu that he had pre- 
pared. What he had to say, therefore, 
he characterized as “innocuous plati- 
tudes.” After he had read his introduc- 
tion Mr. Geddes remarked that he then 
would have to skip to the dessert. He 
said that he hoped to have the annual 
meeting of the Canadian Life Insurance 
Officers Association in London next 
June. Heretofore they had met in the 
larger cities. 

There was a large attendance at the 
time President Lincoln of the Metro- 


was going to make some observatio, 
on investments. Instead of that he des 
with the intangible assets which 4 
spoke of as “character assets.” 
Lincoln is democratic, approachable ay 
genial. President Phillips in intrody 
ing him said that although he hel, 
high position it had not caused him, 
magnify his importance. 

Assistant Treasurer E. C. Gill of 4, 
Canada Life, who spoke at the mornip, 
session Thursday, proved to be a ye 
pleasing man on the platform. He js, 
young man who handled his subject j 
a very able way. 


Came from Actuarial Ranks 


President Phillips, in referring to ty 
Thursday afternoon speakers, said thy 
T. W. Appleby of the Ohio Nation 
Life, President R. R. Lounsbury of th 
Bankers National Life of Montclair 
N. J., and the Atlantic Life of Ric. 
mond, Va., and R. B. Richardson, «. 
ecutive vice-president Montana Life, 4 
had come to their high position throug 
the actuarial route. Of the eight sy 
speakers in the general session inclu. 
ing the president, and Manager C, } 
Robbins, who gave his report, there wer 
four who started as actuaries, Mr; 
Phillips being one of them. In intr. 
ducing Mr. Richardson the president 
stated that he was a crack shot and i: 
1919 held the championship. 


Phillips Presented with Gavel 


At the close of the last session, th 
new president, H. R. Wilson, vice 
president American United Life, pr. 
sented the retiring president T. 4 
Phillips, with an engraved gavel. Isax 
Miller Hamilton, president Federal Lite 
is the sole survivor of the organizers 
the American Life Convention. Pres. 
dent Phillips stated that the late Joseph 
B. Reynolds was the admiral of th 
fleet. He always made the motion ti 
adjourn and with it made a closing talk 
Therefore President Phillips nominated 
Mr. Hamilton as the admiral and he 
closed the meeting with a few observa 
tions. 

There were two former governors 
that attended the meeting, E. L. Trinkle 
president Shenandoah Life, who is : 
former governor of Virginia, and J. A. 0. 
Preus of Chicago, vice-president W. A. 


governor. 

Attending the last day’s meetings and 
the banquet were Mrs. Lillian L. Herr 
ing, secretary Illinois Insurance Feder 
tion, and Miss Joy Luidens, executive 
secretary Chicago Life Underwriters 
Association. 





Palmer Predicts 
Bright Future in 
Illinois Insurance 


(CONTINUED FROM PAGE 3) 


ment, There are 1,100 companies ani 
insurance institutions licensed. 

Capital, he said, should be encouraged 
to be invested in the insurance business. 
Big money, he said, is not insurance: 
minded in Chicago and Illinois becaust 
of past experience. Therefore, Illinois 
has to look elsewhere for insurance. 
The state, he said, is fully entitled to 1 
surance leadership. 


Governor Horner’s Talk 


Governor Henry Horner was preset! 
and gave high praise to Director Pal- 
mer for his accomplishments. He said 
that he is very proud of the work that 
is being done by the insurance depatt 
ment. Governor Horner served 20 yea 
as judge of the probate court in Coo 
county and in that position he said ht 
had the opportunity of watching &* 
tates. He saw the value of insuranc 
as part of an estate and the tragedy 
often when there was no insurance ant 
when the other holdings were almost 
worthless. He said that he took ott 

















politan Life spoke. Many thought that 
his subject, “Assets,” indicated that he 


his own first life policy when he wa 
23 years of age and kept adding to his 
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Alexander & Co., formerly Minnesoti Fe 
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insurance ever since. As head of the 
robate court he saw where insur- 
ance was the prime factor in edu- 
cating children, holding families to- 
ether and pratecting business. 

State regulation, he said, is for the 
yenefit of insurance carriers and insur- 
ance men as well as the public. The 
fraternals, he said, have improved in 
character because of more rigid super- 
vision. There is less twisting, less re- 
hating and a better quality of agents. 
He thinks that the character of insur- 
ance executives has improved. 

Governor Horner characterized the 
new insurance code of Illinois as the 
best in the country. It gives the de- 
partment the authority to command 
obedience where executives are dilatory 
or agents are wrong doers. He prided 
himself on the fact that there had been 
no politics in the insurance department 
during his administration. He gave 
credit to the insurance division of the 
Illinois chamber of commerce as hav- 
ing initiated the movement to restore 
the insurance department to a parity 
with other state bureaus and take it 
from under the old department of trade 
and commerce. He said that when this 
matter was presented to him by the IIli- 
nois chamber he saw its desirability and 
advocated it in his message to the 
legislature. He stated that there is a 
big field for insurance development. 


James S. Kemper Presided 


James S. Kemper, president of the 
Lumbermen’s Mutual Casualty who is 


chairman of the insurance division, pre- 
\sided and introduced Governor Horner. 


» He called on H. A. 
' Continental Casualty and Continental 


& 


» Assurance, 


Behrens, president 


to introduce Mr. Palmer. 


_ There was a large attendance of insur- 
S ance men and, in fact, the seating ca- 


pacity of the ballroom of the Hotel 


» La Salle was more than taken. 


Mr. Kemper introduced Roy L. Da- 


| vis, assistant insurance director, Chief 


Deputy Ray T. Nelson and Special Dep- 


| uty Frank W. Young. When he intro- 
| duced State’s Attorney T. J. Courtney, 
the fighting prosecutor received a real 


Bie 5 see Seg 


© ovation, which is indicative of how the 


people feel toward him. Men in the 
legislature were introduced as was Can- 
gressman Ralph E, Church of the tenth 
district, 

T. F. Cunneen of Washington, D. €.. 
manager of the insurance department of 
the U. S. Chamber of Commerce, sat at 
the head table. 

Governor Horner in his talk paid spe- 
cial tribute to Omar H. Wright of the 


) E. H. Tripp Agency of Belvidere, who 


| had done remarkable work on the emer- 
+ gency relief commission and was one of 
| the most ardent supporters of the code 


doing much to secure its passage. 
: has been elected president of the Illinois 
chamber of commerce. 


He 





| Study Definition of Group A. & H. 


| health, a 


TORONTO—In an attempt to arrive 
at a definition that can be recommended 
as standard, of group accident and 
subcommittee representing 
both the United States and Canadian 


» insurance commissioners’ organizations 
» 8 meeting here this week. Fundamental 
| differences must be reconciled between 
» one type of insurer that desires a lim- 
| ited definition of group A. & H. and 


3 anather type that desires a liberal ap- 
| Plication of the group idea. 














_ Superintendent McNairn of Ontario 


4 's chairman of the subcommittee. The 
) other members are Paul R. Taylor, dep- 


re superintendent of New York, and 
Mr. Madden of the Pennsylvania de- 
partment. A number of company rep- 


| Tesentatives are also on hand. 








Pave the Way—An accident policy sale 
is the easiest way to get acquainted with your 
Prospect and pave the way for other lines 
For suggestions that sell read The Accident 
& Health Review, A-1946 Insurance Exchange. 
Chicago, Sample 10c. 














NEW YORK 


LEONARD AGENCY COURSE 


Brokers in the general insurance field 
are often reluctant to discuss life insur- 
ance with their clients, feeling that do- 
ing so may result in loss of the fire 
casualty business and perhaps loss of a 
friendship as well. To show brokers, 
particularly the younger ones, how to 
sell life insurance to these contacts with- 
out alienating them, Manager M. H. 
Leonard of the National Life of Ver- 
mont in New York City has instituted a 
course for brokers which runs every 
Wednesday evening from 5:15 to 6:15. 
It is conducted by Mr. Leonard and 
Assistant Manager E. J. Phelps. The 
school was suggested by Robert Hill, 
brokerage supervisor. 

The course is built around the idea 
that what the broker wants is something 
that will enable him to go out and sell 
a case immediately. The system has 
been effective enough that several brok- 
ers were so impressed with the ideas 
they obtained that they went out to sell 
cases even before going home from the 
class. 








SHOWS NEW CALL’S IMPORTANCE 

The importance of new calls in their 
effect on sales and volume is well shown 
by records which L. E. Orcutt of the 
C. D. Connell agency of the Provident 
Mutual in New York City has kept 
since 1927. In addition to the obvious 
close relation between number of sales 
and volume of business, the figures show 
the relation of efforts to results. After 
1929 Mr. Orcutt intensified his efforts 
but because of business conditions there 
was nevertheless a shrinkage in results. 
On the other hand, the new calls of 
1932 were directly reflected in the in- 
creased volume of 1933 and so on through 
to 1936, in which year a rather lengthy 
illness knocked out all the averages. 

Mr. Orcutt’s definition of an interview 
is a call in which insurance is discussed 
or progress made towards a sale. It 
does not necessarily include a definite 
attempt to close. For the years marked 
“X” in sales column no record of num- 
ber of sales was kept by Mr. Orcutt. 
No telephone calls are included in the 
figures, each being a call at the man’s 
place of business or home. 


New Inter- 

Year Calls Calls views Sales Volume 
1927 142 255 762 X $358,000 
1928 2053 380 1202 x 350,00 

1929 1730 344 1083 x 524,000 
1930 1920 358 1249 64 359,000 
1931 1832 569 1136 x 302,000 
1932 1992 824 1159 21 115,000 
1933 2407 577 1559 37 170,000 
1934 2253 506 1280 45 252,000 
1935 1823 518 1160 50 270,000 
1936 1513 323 906 16 71,000 





STOCK MARKET AND TERM 


The troubled state of the stock mar- 
ket is having its usual effect on life in- 
surance prospects in New York City. 
Many who have the money to buy are 
holding off because they do not know 
what’s ahead. Sometimes it is possible 
to convince these people that if times 





are going to be uncertain the need for 
life insurance is greater than ever. At 
times it is found that term insurance 
can be sold to buyers who want to wait 
until the present uncertainty clears up 
before committing themselves in a sub- 
stantial way. Some agents report that 
they are selling a considerable amount 
of term insurance although they have 
rarely sold any before. 





PARKINSON ON RADIO 


President T. I. Parkinson of the 
Equitable Society spoke over the radio 
this week at the banquet in New York 
City celebrating the 200th anniversary 
of the University of Pennsylvania. Mr. 
Parkinson is a trustee of the university 
and of Columbia University as well. 





AGGRESSIVENESS IS IMPORTANT 
The most important personality trait 
in the successful life agent is dominance 
or aggressiveness, Dr. Verne Steward, 
insurance psychologist, told the New 





York City C.L.U. chapter at its first 
fall meeting. He said that 95 percent 
of the very successful agents in Los 
Angeles, that is those making $6,000 a 
year or more for three or more years, 
ranked above the 60th percentile, i.e., 
were more dominant or aggressive than 
60 percent of adult males. Of agents 
successful enough to make a living in 
the business, 93 percent were above the 
40th percentile. 

Stability, that is, poise or the absence 
of neurotic tendencies also was found to 
have a bearing on success. Instability, 
his chart showed, was very often caused 
by marital, financial, occupational, or 
health problems or a holdover from 
drinking. 

There is also some correlation between 
intelligence and success. Dr. Steward 
said that about one-third of the agents 
that he has tested throughout the coun- 
try were equivalent in mental capacity 
to that of eighth-grade children he 
tested in Los Angeles or not even up 
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as rapidly as you wish to do? 


Looking Ahead 


Are you satisfied with your present rate of progress? Does 
your existing association give you the opportunity to forge ahead 


—= == 







If you cannot answer these questions affirmatively, then 
why not give thought to joining with a vigorous company which 


will do all in its power to assist your forward march? 


~~ Concisely, we are looking for capable producers already well 
established in this business to become our general agents in 
Pennsylvania, Maryland, West Virginia, and North Carolina. 


To such men we can offer an attractive contract that is 
a money-making proposition, and give full home office co-opera- 


tion. 


If you feel that 4 ig can qualify for this opportunity, write: 


to-day to William 
Agencies. 


Harrison, Vice President and Supt. of 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 
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Laying Up 
Treasure 


When you sell a Life Insurance 
policy, you are selling social se- 
curity by inducing your client to 
lay up dollars for the future. Are 
you providing for your own so- 
cial security by laying up dollars 
for your future through the accu- 
mulative power of renewal com- 
missions? 













Investigate our General Agency 
plan for its renewal building 
power. Address inquiries to O.R. 
McAtee, Director of Agencies, 


REPUBLIC 
NATIONAL 
LIFE INSURANCE 
COMPANY 
“Registered Policy Protection” 
Home Office: 
Dallas, Texas 


THEO. P. BEASLEY 
President & General Manager 









































BIG 3 


e Life Insurance Agents in Ohio 
and Illinois will find the General 
Mutual General Agency Contract 
interesting and profitable . . . be- 
cause the General Mutual provides 
the “big 3” in insurance selling— 


1—Liberal commissions 
2—Attractive renewals 
3—Unusual sales promotion 


Write for complete details. 


oke 
GENERAL 
MUTUAL 


LIFE INSURANCE CO. 
VAN WERT, OHIO 
Cc. M. PURMORT, President 


5 Ke 





























to that level. He pointed out the diffi- 
culty of trying to get anywhere instruct- 
ing men who lack native capacity to 
absorb knowledge presented to them, 

Since much insurance will presumably 
be sold to the higher income groups, 
probably 90 percent of insurance sold 
within the next few years being bought 
by the upper 50 percent of the popula- 
tion, Dr. Steward said that this consti- 
tuted an additional reason for avoiding 
induction of men in the lower intelli- 
gence brackets. 


SALES MEETS 


Southland Life Agents to 
Meet in San Antonio Oct. 25 


The Southland Life's annual agency 
convention will be held in San Antonio 
Oct. 26-27. Business sessions will be 
held throughout the morning of cach 
day, with entertainment features sched- 
uled for the afternoon and evening. 

Speakers will include Rev, Sam Cap- 
ers of San Antonio, Mayor C, K. Quinn 
of San Antonio, H. H. Ochs, president 
of Wolff-Marx Company, San Antonio; 











S. R. Greer, president Peoples National 
Bank of ‘Tyler, ‘Tex.; Commissioner 
Daniel of ‘Texas; A. L. Bobbitt, chair- 


man state highway commission, and offi- 
cers and executives of the Southland 
Life, including President Harry L. Seay; 
Clarence E. Linz, first vice-president; 
W. E. Talbot, vice-president and agency 
manager; Harry L. Seay, Jr., vice-presi- 
dent and treasurer; Dr. J. ‘T. Mont- 
gomery, medical director, and Lorry 
Jacobs, director public relations. 





Union Central Texas Meeting 


An agency meeting of southwest 
Texas representatives of the Union Cen- 
tral Life was held in San Antonio, Tex., 
under the direction of Jerome Clark, 
vice-president, Dr, William Muhlberg, 
vice-president and medical director, and 
Wendell Hanselmann, superintendent of 
agencies. B. A, Wiedermann, San An- 
tonio manager, was host to the com- 
pany officials, 


Ohio National Meeting 


Twenty leading producers of the Ohio 
National Life in the northeastern Iowa 
district, with their wives, were guests 
of A. J. Ullman, district supervisor at 
ie at a luncheon and meeting in 

Cedar Rapids, Ia. EF. W. Anderson, 
district manager at Cedar Rapids, gave 
the address of welcome, B. C. Butler, 
agency manager of western division; 
George Whitlock, field supervisor of 
Omaha; O. FE. Shacklett of Ottumwa, 
C. F. Cutschall of Waterloo and Mel 
Augustine of Ladora, general agents, 
attended and took part in the program. 
All reported increased business and had 
an optimistic outlook for the balance of 
the year. 


Mutual Life Atlanta Rally 


ATLANTA, GA.—Fifteen members 
were welcomed at the convention of the 
Atlanta Field Club of the Mutual Life 
of New York. The morning session in- 
cluded a welcoming address by C. J. 








Currie, and enue by field men, Mr. 
Currie acted as toastmaster at the ban- 
quent, where addresses were made by 
J. K. Ottley, president of the First Na- 
tional Bank of Atlanta and W. P. Ja- 
cobs, president of Presbyterian College, 
of Clinton, 

During the first nine months the At- 
lanta agency has shown an increase of 
80 percent in business over the same 
period last year. 


. . ° 
Union Central Sioux City Rally 

‘Twenty-five agents of the Union Cen- 
tral Life working out of the Sioux City, 
la., office, attended an all-day sales 
meeting there under direction of H, T, 
Hampe, Sioux City manager. 

Special guests were A. J. Koeppe, as- 
sistant actuary, and R. H, Flynt, assist- 
ant secretary, from the home office, and 
K. D. Hamer, Omaha, district super- 
visor, 

Representatives of the Shenandoah 
Life in Nashville and surrounding 
vicinity held a training school, The pro- 
gram for the coming quarter was din- 
cussed, KE, Lee Trinkle of Roanoke, Va,, 
president, and C, I, Ward, vice-president 
and agency manager, addressed the 
agents, 


Dr. Gallup Will Speak 


Dr. George S. Gallup, director of the 
American Institute of Public Opinion, 
will be a featured speaker at the annual 
meeting of the Life Insurance Sales Re- 
search Bureau and the Association of 
Life Agency Officers at the Edgewater 
seach Hotel, Chicago, Oct. 26-28, He 
will present his paper at the Wednes- 
day session, 

Dr. Gallup, among the best known 
advocates in the United States of the 
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To Lead Discussion 





National Life, Birmingham, Ala., 
lead a discussion on clinical coal 
the meeting of the Southern Home 0}. 
fice Underwriters in Birmingham, Nov, 
12-13. 

scientific 
public 
and Public Opinion,” 
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Ralph W. Beeson, secretary Li 


‘sampling method of | testing 
opinion, will talk on “Resear 
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Determining and Developing 
Market Stressed at Peoria 








———_ 





By CHARLES 


Practical sales ideas to help the aver- 
age agent to make a better living were 
presented at the annual sales congress 
of the Life Underwriters Association of 
Peoria, iil, 

The life underwriter’s main job is to 
determine his market and then devise a 
way of cultivating it, said L, J, Evans, 
asistant director of agencies, North- 
western Mutual Life, In explaining his 
topic “Good Will-#1-Vlus” Mr. Evans 
aid that it is hard to determine the ex- 
act value of a company’s good will so 
that it is good accounting practice to 
carry it at #1 on the balance sheet, 
However, if a business is sold the good 
will ig often worth thousands if not mil- 
lions of dollars. This intangible value 
of good will is just as true in the case 
of an individual agent. It is his job to 


























\a., make the plus mean something, 
Cases it The first step for the agent is to de- 
ome OF termine his market, He should ask him 
m, Nov self, “Where, who and why is my mar- 
ket?’ “Why do people buy life insur- 
ance from you rather than someone 
testing else? Because you are you and have 


certain knowledge and ability and are 
able to trangeribe that knowledge to 
people,” said Mr. Evans, The agent 
should find the type of people for which 
| his personality is best suited, The mar 


{esearch 


om~ ket for any given underwriter is smaller 
ites than iy realized, The average agent calls 
nial on about 600 people a year. Probably he 
) on will call on around 400 of that same 
olf. 600 the next year. He probably doesn’t 


see more 1,000 different people within 
five years, 


Life Insurance Market 
Really a Parade 


The life insurance market is really a 
parade, said Mr. Evans. There are a 
certain number of births, deaths, mar- 
rages, ctc., every hour creating new 
needs and new prospects for life insur- 
ance, The agent must determine a meth 
od to reach these people. There are a 
number of different methods of olstain- 
ing prospects such as centers of influ 
ence, cold canvass, old policyholders, 


news items, club affiliations, ete, An 
agent can make new uses and new 
adaptations of established sources, Vor 
example, an agent went to a rental 


library and got a list of people who had 
read the book from which the movie 
“Make Way For Tomorrow” was made. 
He said that these people had the old 
age problem definitely in mind 


Must Stand Out 
From Other Agents 


Once the market is established the 
method of cultivation has to be deter 
mined. The agent’s job is to make him 
self stand out from among the 14 of 15 
other underwriters that will call on the 
Prospect during the year. The pre-call 
and follow-up letter plans offer possibili- 
ties, Ly sending out material ahead of 
his call an agent can something 
definite to talk about 

Another cChlective plan is to follow up 
an interview with a letter summing up 
the highlights of the information pre- 
sented so as to be sure the prospect gets 
the right picture in mind. 
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Cultivation of prospects should te 
continuous, said Mr. Evans. Every 





agent should send out from Ww to 400 
Mailing pieces each month. To facilitate 
this work 2 separate mailing list showld 
© maintained rather than using the 
regular prospect file. The agent shod 
Not expect any quick results from 1 


bese 





















D. SPENCER 


mailings aa a folder or letter won't do 
the selling job alone, Repetition is the 
key to successful advertising, sald Mr, 
vans, An agent has to mae a certain 
number of mail and personal calla in 
order to make a deep impression, Two 
or three mailings won't do much good 
It in not so important what the agent 
sends out just so he sends something 
out. Agents should set aside a definite 
budget for mail advertising, Mr, lvane 
Classified such advertising as long and 
short range material, He sald that too 
great a percentage of the average 
avent's advertising is on the long range, 
Gadyets and novelties are on this basis, 
A proper balance of long and short 
range material should be worked out 

National advertising is young in the 
insurance business, Surveys show that 
life insurance advertising as a whole is 
read more thoroughly than any other 
national advertising, ‘This shows that 
the people are interested in life inour 
ance, One of the important functions 
of national magazine advertising is 
create name acceptance, An agent 
should identify himself with hie com 
pany’s national advertising campaign by 
using reprints of the advertisements so 
that the recipient will think of the agent 
every time he sees an advertisement of 
his company. 

The importance relations 


of 


public 





was stressed by Mr, Evans, The publle 
in more aware and interested in j tone 
ican business principles today than ever 
before, Life insuranee has nothing to 
fear from an informed American pubis, 

restive ja usually the result of wiv 
ing, sald Me, Ievans, Activity in eom 
munity enterprises is an effective pres 
tive builder, The individual ean work 
out a system that will best sult his char 
acter, Unless an agent establishes cer 
tain definite work habite he cannot at 
complish his objective, 

Mr, livane told how «a group of agents 
wis asked to write down the names of 
friends whom they had not tried to sell 
in the last six months, The average list 
contained 40 names, The group wae 
then asked to repeat the process and a 
Classified list such ae wld Clase mates, 
club members, ete,, wae viven them as a 
guide, This raised the average number 
on the list to 100 

My, Iivane believes in qualifying pros 
pects on the first call, The agent should 
secure as much information as possible 
and then thank the prospect and ask 
him “Tf you were in the market for life 
insurance would you be willing to do 
business with mer’ In this way the 
ayent je able to find out how he stands 
and create a positive attitude for the 
next mbterview, 

It is necessary that the agent envision 
life insurance in terms of the prospect's 
aud his family’s need, He said that the 
common characteristic of successful 
producers as brought out at the Milllon 


Dollar Mound Vahle was courage-—-cour 
ave to face difficulties and no end of 
discouragement 

A large percentage of successful 


HNC ONES 
‘lhiey 


avents keep conscious of 
records of their closing attempts 





Three-a-Week Producer Talks 





CLEVELAND—Eimer 3. Weimer, 
John Hancock Mutual Life, Marion, O., 
who has written an average of three ap 
plications a week for the past 9% years, 
spoke before the Cleveland Life Under 
writers Association on “Vrospecting,” 

Consistent production is the result of 
a definite and systematic method of 
prospecting, The agent should have a 


| 


Acfinite goal for the year, month, week | 


and for the day, 

“h systematic plan will eliminate sus 
pects and determine prospects quickly, 
| don’t think you should waste more 
than three or four minutes in finding 
out whether 4 tian i6 a prospect of not 
Why waste three or four interviews to 
find out?’ Mr, Weimer said that he usu 
ally used the first interview t get all 
necessary information and the second 
interview ta close if possible, 


Good Records to 
Show Results Hesential 


The value of good records was 
stressed, Kecords how just where he 
is and where he is gomy We uses 
a catd for daily calls, listing the cold 


| pomsibilities of 


canvass names and old policyholders he | 
| method, he eaid, is the moet cflective tut | 


wants to call on on the tack atid the 
new prospects on the front. If he calle 
om 4 certain class of people and finds 
he is getting no prospects, he knows he 
is calling on the wrong type of people 
if he interviews prospects and can’t sell 
them, he knows there is snnerhing 


| NA Canvases is 


j sale z 


| and 


wrong with his story, By checking the | 


recon ds frequently he is athe to analyve 
his calls to advantage. 


An analysis of the 19 annuities and | 


144 ordinary Nile policies which he has 


Ohl so far this year indicates that mort | 


A his business came from AA phicy 
holders of through their infiuence 


About 25 percent came from CAA can- | 


Vat. 
Mr. Weimer calls on four or 
ple each day wpon whom he t 


1e YOO 


hiy 
ae never 


called before, At the same time he has 
four or five people on the list whom he 
knows he can close, The best time of 
May is saved for the latter and the new 
calle are made when convenient, Wve 
ning work has heen found most produc 
tive 

“It is best to call on those easiest for 
you to approach, Some classes, you will 
find, you cannot sell or get the right 
response, Young married men with 
children are the hest prospects, Those 
without children offer annuity possitili 
ties, Vo get the best results, cach pros 
pect should he qualified and approached 
with the right kind of effort to wet re 
silts 


Know Territory and 
Prowpecta Within It 


“Know your verity; wid Me 
Weimer, “and the anpoatione anid 
business firms in it—the ones who are 


open to conponation or partnership in 

surance, At the sammie time it ie well 

cultivate prospects in many fields, Von's 

confine youre 100 ose and the future 
imilding a clentele 

be Wwighter.” The re lorved UT ONE 

in an 


properts, Ww ie 


highly wnportant 
Aition SCOUT NEW 
exeMent training 

It js up to the agent to Aeye in letter 
SUWies 
the right mental attitude, A yous 
tive state oA mind is highly essential 

Vroduction veterans of the Cheyeland 
lite Underwriters Association were 
honored with seats at the speakers’ ta 
bie, Special tritnte wae paid to joseph 
ii, Whipps A the Vrovident Uutual Lite 
who leads the Comseceutive Wiley 
Vroduction Chih) with 199 exmeecutive 
wes, Shere With over 100 wees 14 
theiy credit are fain W. Watt, Uasea 
nustts Mutua, and Jiting G4, 


1" 


' {fhe A Canaha 


1 hevelinp Nie persnality | 


Sesgy | 





will | 





SALES IDEAS AND SUGGESTIONS 


analyze them in order to get the right 
balance to strengthen them, Mer, vans 
sald it ia better to trey ale different 
Closes in one interview rather than one 
Close in ale different interviews, tn sales 
talke, It is not as lnportant what tne 
salesman says as how he saya it, Rbk 
right about life insurance and you will 
aay the viaht thing,” sald Me, ivane 


BUCKLEY GIVES TALK 








Titelligent work plus the law of aver 
ages multiplied by intense desire equals 
suecess, sald |. M, Wuekley, Chitauea 
avent of the Trovident Mutual Lit 
Any man with knowledge and enthusl 
Asn whe is willlig to pay the prlee of 
hard work can be successful in life in 
surance, The tiniportinee of an amen 
having a definite plan wae emphasised 


ly Mr, Woekley, Ii otudyinw his pant 
recorda Mr, Wuekley decided that he 
wie wot spending enough thie in the 
field seeligg prospects, This year by 
spending 40 percent more tine in the 
presente of prospects he wae able to 


step up tie production in paid business 
in the same proportion 


Vumigates Prospect Vile, 
Mliminate “China Kege”’ 


‘Two years ago Mer, Wuekley decided 
he whon't writing as much busliess as 
hie should, so he fumigated hie prospect 
file, eliminated what he termed the 
china egus, He said an agent should 
euend just as much time eliminating 
hanes ae adding them to lie prospect 
file, Me, Wuckley has a very syotemath 
prospect and policyholder record sytem 
He secures complete data about a pros 
pect belore he attempts to well, Tf an 
agent can't obtain adequate information 
about a prospect on the firet call there 


is to ee bothering about hin further, 
eaid Mr, Huekley ty this method the 
Avent can receive definite wformation 


upon which to base ble sales appeal and 
elininate the prospects whe have no par 
ticular need for lle insurance, tn work 
nig up @ Clientele the agent niet not 
only consider whether the prospect ean 


pase aid pay for his lite insurance but 
his personality niet he congenial 
Has Vour fete 
OA Vile Cards 

Mr, Vuekley bias four sete of Cards 
(jie a white alphabetical card that 
never leaves the office and containie per 
finent information about the prospect 


there is a pink card tow bile day hy day 
file whieh he carries with him, A birth 
fay +ara file is hag tn change at aye 
jetivns, VWihhen the prospect leemnnes a 
phicyhilder «a specoal premium recownd 
tard ie wate out, Wt pays to wtudy pre 
min payiig halite, oaid Ur, buckley 
neenall om 2 premnun payhient ten Wi 
Aivates prosperity and slow payniente 
noually witieate lack of interest 

‘The auent thindd eel the 
his promect carde within 16 of WH 
mente of throw them away, Alut 74 
percent of the business je eld on the 
fivet three interviews and here ie ney ue 
wating tine on the procratinatore, In 
making up tie work eet Ur. tuckley 
ine shinier ta the ele form, We 
wiake 124 calle «2 month, He 
niakes a list cach morning A the fret 14 
tale he expects to make in bie weekly 
tian lnk, Thie record tele hin where 
he howd wo and later where hie hae 
een 

Ur. ucthey tas ad unusually yood 
yesulte from divert mail, He wets an 
“tahinal immehinte wale from a mart 
inu, Iut in the main he usee 4 tH bwild 
wetige, Owt A «a mailing A 1704 he 


athiee ft 


177" 
ieee 


tfiese 14 


receweh 144 veaNes and «hd #14406 
lyueitinns 
In making eats Ur, Vuekley waid the 


auent dina have the right mantal ot 
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tude and consider the prospect’s time. 
He uses an approach something like 
this: “My name is Buckley from the 
Provident Mutual Life Insurance Com- 
pany. I just stopped in a moment to 
make an appointment to talk 10 minutes 
with you tomorrow or the next day but 
preferably right now.” After answering 
the queries which the prospect usually 
brings up at that moment, Mr. Buckley 
continues: “There is no reason to be- 
lieve that you have the slightest need for 
life insurance at the present time. I’m 
interested in talking to you about your 
present insurance. Let me show you my 
life insurance book and if you wish I’ll 
make one up for you.” Mr. Buckley then 
goes through a special prospectus 
which shows a picture of his own wife 
and children and his own insurance set 
up. Two pages show the needs of to- 
day and tomorrow pictorially. He points 
out that the prospect must provide not 
only for the need of today, but he must 
put away something for the needs of to- 
morrow. The various needs taken care 
of by life insurance are then enumerated, 
such as the clean up fund, change in 
family life, educational funds, etc. 
When Mr. Buckley prepares the 
prospect's analysis he writes it in the 
prospect’ s own language as brought out 
in the presentation. He covers the 





prospect’s problems from the stand- 
point of how life insurance will aid the 
prospect to do the things he wants to 
do. Mr. Buckley always reads the pres- 
entation to his prospect and goes over 
it when he delivers it in order to be 
sure that the prospect understands all 
the provisions. 


Law of Averages is 
Important in Selling 


The law of averages is important in 
selling life insurance, said Mr. Buckley. 
As a rule if an agent will call on enough 
people, he is bound to find people who 
need insurance and are willing to listen 
to his story. In order to increase his 
production the agent must spend more 
time in the field seeing prospects and to 
be able to find the time to do so he 
must plan his work thoroughly. An 
agent has certain definite jobs he must 
do in order to succeed. He has an obli- 
gation to protect homes and the liveli- 
hood of women and children. He should 
not think too much of commission, but 
of the service he can render. 

Mr. Buckley emphasized the need for 
adequate knowledge of the insurance 
business. An _ intelligent underwriter 
should spend not less than five hours a 
week in study. A prospect’s confidence 
can only be secured by the agent hav- 
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ing sufficient knowledge so as to cover 
the prospect’s insurance estate intelli- 
gently. Participation in life —— 
and educational — was urged by M 
Buckley. The C. U. degree is pS 
cidedly worth ae from a financial 
standpoint. 

Success in the life insurance business 
is the agent’s for asking. If he sells 
himself on the business and makes an 
intensive effort he cannot fail, said Mr. 
Buckley. 


Organized Work Gives 
More Time for Selling 


The importance of organizing work 
to give the agent more time to sell was 
stressed by Herbert A. Hedges, Kansas 
City general agent of the Equitable Life 
of Iowa. Successful and enthusiastic 
men who make a decent living are not 
tired out at the end of the day. They 
find time to do things and have energy 
to put color in their work. They do this 
by organizing and eliminating burden- 
some detail. To show the need for defi- 
nite work habits Mr. Hedges asked his 
listeners what they would do if they 
were to enter the washing machine busi- 
ness for example. The obvious pro- 
ceedure if applied to life insurance 
would lead to success. In the first place 
the agent should find out about his 
product, and set himself up in business 
with a definite opening and closing time. 
He should know his market and keep 
records of his work. An agent should 
build for the future and set up a schedule 
for his living needs and the volume re- 
quirement for meeting it. An agent 
should take advantage of every oppor- 
tunity and have courage and enthusiasm 
for his work. When he is down in the 
mouth he should make a practice of go- 
ing out and doing something he can do 
well so as to regain confidence. Mr. 
Hedges emphasized the importance of 
the emotional appeal in selling life in- 
surance. “Love and fear are more in- 
fluential than all the logic in the world ” 
he declared. 

In discussing sales, methods President 
O. Sam Cummings of the National As- 
sociation of Life Underwriters and Texas 
general agent of the Kansas City Life, 
said agents must be prepared to meet 
the demands of intelligent buyers. He 
stressed better prospecting methods. An 
agent should study sources of his past 
business in order to detect weaknesses 
in his prospecting methods. 

The successful agent gets prospects 
from all possible sources. He is careful 
not to get into a prospecting rut. By 
analyzing the sources of his business 
and by comparing them with such 
available records of buyer classifications 
as is prepared by the American Service 





New Secretary of the 
Agency Section Chosen 











HERMAN T. BURNETT 


H. T. Burnett, agency vice-presiden| 
Reliance Life, was chosen secretary of 
the Agency Section of the Americaq 
Life Convention. He _ started with 
the company in 1918 at Birmingham a 
state manager. In 1923 he became hom 
office manager and in that capacity, hig 
organization paid for $150,000,000 busi. 
ness. In October last year he 
elected to his present position. He is 
native of Lebanon, Tenn., and took th 
law course at Cumberland University 
there. Prior to that he took a camrs¢! 
at the Nashville Bible School. He took 
up the rate book for the Independent 
Life of Nashville and subsequently be 
came its agency manager. He owng 
seven farms near Nashville, given ovet 
to raising mules and Hereford cattle 
Part of the tract was awned by his fore- 
bears. 





— 





Bureau, the agent can see if he is get 
ting business from the type of prospect 
who is buying the most insurance, said 
Mr. Cummings. 


KF. M. Gibson, 83, who was active in 
the insurance business in Cleveland for 
many years, died at his home in Lake 
wood after an illness of three months 
He had been with the Lincoln National 
Life, the Brinker Insurance Agency and 
the ‘Western & Southern Life. 
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TLE OF COMFORT IK . 


Popular with Insurance Men 


You'll enjoy your Los Angeles visit 
so much more if you stay at Hotel 
Clark. Convenient to every business 


and 


pleasure center, with a luxury 


and a comfort that will surely please 


you. 
Grill 


555 Rooms with bath 


@ Directly opposite the Sub- 
way Terminal in downtown 
Los Angeles. 

@ Easy chairs, sleep-inspiring 
beds, large rooms with lux- 
urious fittings. 

@ Unsurpassed service and 
luxury are yours at amaz- 
ingly low cost. 


The Clark Coffee Shop and 
offer unusual food at low prices. 
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_ RGE.B.MORRISS Mex 





